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T IS only natural for a man to think that 

his car or his horse or his dog is just about 
the best on earth. He overlooks faults in 
them because of his fondness for these per- 
sonal and pleasurable attachments, BUT, 
when you, a dealer in warm air heaters, can 
make a man brag to his friends about his 
warm air heating plant, it is only because that 
heater makes good. 


Ath-A-Nor Warm Air Heaters, Pipe and 
Pipeless, contain the kind of quality and 
serviceableness that make them talked about 
in a way that brings more business to you. 

















Let us tell you about the Ath-A-Nor exclu- 
sive features of construction—let us show you 
how we work with our dealers. 











We handle a complete Your request brings agency particulars 
line of Furnace Pipe and our latest catalog. 

and Fittings, Registers 
and Furnace Supplies. 








THE MAY-FIEBEGER FURNACE CO. 
Send us your orders. NEWARK, OHIO 


DISTRIBUTORS 


The Kelley-How-Thompson Co. Excelsior Heating Supply Co. 
Duluth, Minn Kansas City, Mo. 
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COMBINATION OF 
BEAUTY AND UTILITY 


Furnacemen will find this combin- 
ation simple and easy to sell and in- 
stall, as well as a most efficient heater, 
very pleasing to the owner. 








WRITE TODAY 





If desired, we will gladly plan every 
installation for you. 


HAYNES-LANGENBERG MFG. CO. 


4058 FOREST PARK BOULEVARD 
ST. LOUIS, MO. 




















The Advantages 
of Selling 
This 


Powerful Heater 


OU sell a real heater when you sell 
a Niagara. A heater that is high 


grade in all respects. 

Notice the large feed doors and unusu- 
ally large radiating surface. 

The fire pot is very deep and made in 
two sections. 

All the joints are deep cut joints, accu- 
rately fitted, making them gas and dust 


roof. ; ' 
P Write us today for particulars 


The Niagara Warm Air Heater is dis- on agency for our complete line. 
tinctive because of its massiveness and 


exceptional amunnd F orest City Fdy. & Mfg. Co. 


These features make it a powerful heater, 
a heater that your customers want. Clevel and, Ohio 
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IT IS TIME TO STEP ON THE GAS. 


About fourteen months ago, the big traf- 
fic cop, the Federal Reserve Bank System, 
held up his hand, and you and I and every- 
body had to put on brakes, whether we liked 
it or not. 

The traffic cop gave us all a good talking 
to about exceeding the speed limit and told 
us to “move on” and not to “block traffic.” 

Some of us have been bearing down on 
the brakes ever since. 

Some of us “killed the engine” and simply 
stood still, refusing to get out and use the 
hand crank, because we had gotten into the 
habit of depending on the self-starter. 

A comparatively few took his advice and 
gave the engine a bit of gas—enough to keep 
out of the mob. 

They have had the big bulk of the business. 

If they were manufacturers, they “gin- 
gered” up their salesmen and advertising. 

With the result, that their factories had 
enough orders to keep them running on 
something like full time. 

Some of them have even had to work some 
of their men overtime in order to take care 
of the business created. 

Others took their salesmen off the road 
after a few half-hearted attempts to force 
buying on the part of wholesalers and retail- 
ers, and as a result their factories had to 
close down. 

Among the retailers we find exactly the 
same condition: 

Some of them jammed the breaks down so 
hard that when they tried to start again after 
the cop had warned them, something was 
out of order and they have been so busy 
looking for the sand in the gear box that 
they had no time to look at samples—and 
anyway, they were “sore” because they were 





caught with a lot of high-priced stock on 
hand. They would not take the loss that was 
necessary in order to get started again. 

Then there were those who said, “It is no 
use feeding expensive gas to the engine. [ 
am going to wait until somebody comes 
along who will give me a free haul to the top 
of the hill.”.—Nobody of that sort came 
along, so they are still waiting. 

3ut there were a few real merchants who 
realized that even with the tightness of 
money and the large number of unemployed, 
there would still be some business—and they 
started their engines going. 

With the result that they secured the bulk 
of the business in their locality. 

The traffic cop is a bit less strict now than 
he was a year ago. Most of us have our en- 
gines in running order once more. We all 
have a little gas in the tank. Conditions are 
materially improved. Money is easier. The 
new crops are beginning to be marketed. 
They are large and have been raised at much 
less expense than was the case in 1920, so 
that they will show a better net return to 
the farmer. 

So Mr. Farmer, who did not buy much last 
year outside of what he absolutely had to 
have, is once more in the market. 

It is time to step on the gas now, Mr. 
Manufacturer and Mr. Wholesaler and Mr. 
Retailer. 

There is no excuse now for sitting in your 
busineSs car and cussing. 

The only reason why you may not get 
much business this coming fall and winter 
will be that you fail to go after it by real, 
creative salesmanship and constructive ad- 
vertising. 
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Random Notes and Sketches 
By Sidney Arnold 





Irving S. Kemp, Gus Ruhling and J. Johnson had 
eharge of the exhibit of the Vaughan & Bushnell Man- 
ufacturing Company at the Pageant of Progress which 
comes to a close this week in Chicago. 

Owing to the large crowds and the limited service 
facilities of the restaurants on the Municipal Pier 
where the exposition took place, Gus proposed that he 
would have a lunch fixed up at the Hardware Club and 
bring it along each day for their evening meal, but in 
some way one day there were only two pieces of pie in 
the basket, so Gus was deputized to buy one at the 
lunch counter on the Pier, and as it was admitted that 
a “family” pie could not be compared with the luscious 
one baked at the club, it was decided that the “odd” 
man should have the “family” bités. 

Imagine the surprise of Gus when he found that 
his nickel matched the faces of both Irving’s and 
Johnson’s lucky coins twice and finally turned out to 
be odd on the third trial. 


*x* * * 


There is always a way out of every difficulty, de- 
clares my friend, L. Broemel, of Peck, Stow and Wil- 
cox Company, Southington, Connecticut, author and 
instructor. He cites an iflustration: 

Three Scotchmen went to church, each clutching 
tightly the penny he intended to contribute when the 
plate was passed. 

Consternation reigned when the minister announced 
that this particular Sunday an effort was to be made 
to raise the mortgage and asked every member of the 
congregation to make a substantial offering. 

During the prayer the Scots held a whispered con- 
sultation as to the solution of their dilemma and reached 
a satisfactory decision. 

One fainted and the other two carried him out. 

2K *K *% 

We were discussing words and how their meaning 
changes with economic progress, and my friend, Paul 
L. Biersach, ex-president Master Sheet Metal Con- 
tractors’ Association of Wisconsin, gave a striking ex- 
ample as follows: 

Little Willie had been hearing his father boast to his 
friends of his new car and its ability to take the steep- 
est hills. At the Sunday supper table he suddenly as- 
tonished his parents by demanding: 

“Pa, does the Lord Almighty own a Rolls-Fierce, 
too?” 

“Great Scott, no, son. Whatever put that into your 
head ?” 

“Well, at Sunday school we had a hymn that wert, 
‘If I love Him, when I die He will take me home on 
high.” ” 

K ok * 

A new objection to life insurance was overheard the 
other day by my friend, Ben Smith, secretary Picker- 
ing Hardware Company, Cincinnati, Ohio. Here it is: 

“T wish you would tell me,” said the agent, who had 
been a long time on the prospect’s trail, “what is your 
objection to having your life insured ?” 

“Well, I don’t mind telling you,” replied the prospect. 





“The idea of being more valuable dead than alive is 


distasteful to me.” 
x * x 
Frank I. Eynatten of Peoria, Illinois, Secretary of 
the Illinois Auxiliary, is still chuckling with delight 
over a rebuke administered by a pretty girl to a lounge 
lizard. 
“There'll be a lot of disappointed girls when I mar- 
ry, said the lounge lizard. 
“For heaven’s sake!” she exclaimed. 
do you expect to marry?” 
2K ok * 


“How many 


The companionship of a wife with whom he is in 
perfect accord, peaceful woods all around, and a good 
old “jimmy pipe” for 
reveries, combine to make 
vacation a delight for 
Charlie Glessner, Secre- 
tary the Excelsior Steel 
Furnace Company, Chi- 
cago, Illinois. 

He is spending these 
days in Northern Michi- 
gan with rod and camera. 
A glance at the accom- 
panying photograph will 
reveal the contentment 
which enfolds him. He 
looks as free from care 
as if he never heard of in- 
stallations, wall stacks, or 
ash pits. 

Moreover, he is _ not 
wasting any time in try- 
ing to figure out plausible 
phrases with which to de- 
scribe the trout and bass 
that he lands—when he gets back to his desk. 

aS ok 





When the grandsons of the present readers of 
AMERICAN ARTISAN AND HARDWARE REcorD read 
some of the back copies preserved among other treas- 
ures, they will be puzzled by some of the stories on 
this page, says my friend, J. M. Stone, Secretary Ker- 
tucky Hardware & Implement Association, Sturgis, 
Kentucky. Here is one which he declares will sound 
like Sanskrit to them: 

“Order in the court room!” bellowed the judge 
sternly, pounding with his gavel. 

“Thash right, judge, and then shee what the boys 
in the back room will have, too,” genially came back 
the defendant who hadn’t taken Volstead seriously. 

x Ok Ok 
The Tally. 


It isn’t the job we intended to do 

Or the labor we’ve just begun 
That puts us right on the ledger sheets; 
It’s the work we have really done. 


Our credit is built upon things we do, 
Our debit on things we shirk, 

The man who totals the biggest plus 
Is the man who completes his work. 


Good intentions do not pay bills; 
It’s easy enough to plan. 

To wish is the play of an office boy; 
To do is the job of a man. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





STARTS A DISTRIBUTING BRANCH 
IN OAKLAND, CALIFORNIA. 


Because of the superior rail and water transporta- 
tion facilities afforded in the east bay district, Oak- 
land, California, has been chosen by the Peerless Man- 
ufacturing Company of Louisville, Kentcuky, as the 
Pacific coast distributing center for its products. 

The demands of Pacific coast merchants that deliv- 
eries be made from a western shipping center, thus 
ensuring prompt delivery on all orders, instead of 
being forced to wait until freight could be shipped 
there from the factory, caused officials of the Peerless 
Company to open the new distributing office in Oak- 
iand. 

A survey of all available sites along the Pacific 
coast, lasting over a period of several months, was 
made by W. G. Overmyer, western representative, be- 
fore Oakland was selected as the company’s western 
distributing center. 

large shipments of stoves, ranges, and artistic fire- 
place fixtures have already been made from the Louis- 
ville plant of the Company. 

Extensive additional shipments will be forwarded 
immediately, arrangements having been made to car- 
ry a big “spot” stock of all the’ Peerless Company’s 
products in Oakland. 





United States Patent Rights 
Are Granted for Gas Stove. 


Under number 1,385,310, United States patent rights 
have been granted to John F. Domhoff and Robert M. 
Sabo, East St. Louis, Illinois, for a gas stove de- 
scribed herewith: 

hy 5 oe Gar A gas stove comprising a stove 

; — body open at its top and bottom, a 


os burner arranged in the body, a 
\ heating drum surrounding the 
4 burner and opening at its lower 
142 end through the front of the stove 
body and being open at its top, 
and a super-heating drum ar- 
ranged above the opening in the 
lower end of said first drum and 
* adapted to be heated by the burn- 
ing of gases from said burner and 
adapted to ignite any gases liberated from the burner 
and tending to rise through said first drum. 























ElectriCoal Range Is Latest 
Product of Magee Furnace Company. 

The Magee Furnace Company, Boston, Massachu- 
setts, have perfected a beauitful new cooking apparatus 
in their combination coal and electric range which is 
being put on the market under the name of the Magee 
ElectriCoal range. 


In a very handsome catalog they show the various 
styles of the new range by actual photographs. They 
come in pearl gray enamel and ebony black original 
finish. 

Catalogs and other information may be secured by 
writing to the Magee Furnace Company, Boston, 
Massachusetts, or at the Western Office, 30 West Lake 
Street, Chicago. 





Stove Manufacturers Will Meet 
in Chattanooga Tennessee. 

It has been decided to hold the next meeting of the 
Southern Association of Stove Manufacturers Sep- 
tember 19th and 2oth, in the Signal Mountain Inn, 
Chattanooga, Tennessee. 





Patent Rights Are Granted 
for Composite Stove. 


Under number 1,383,965, United States patent 
rights have been granted to William H. Myers, New 
York City, assignor to Union Stove Works, New York 














City, a Corporation of New York, for a composite 
stove described herewith: 

A stove including bottom, end, back and front walls 
integrally formed from a plastic composition suitably 
molded, said front wall being ‘formed by inwardly 
projecting portions of the forward extremities of the 
end walls, and by an extension rising from the forward 
edge of the bottom wall, thereby providing an opening, 
and a top for the stove. 





Test Your Mailing List 
at Least Twice a Year. 

Twice a year a return postal should be sent to per- 
sons on a mailing list, reading somewhat as follows: 
“Your name and address appear on our mailing list 
as they are reproduced on the reverse side of this card. 
We are eager that initials, name and address shguld be 
correct. If there is any error, will you please make 
note of it on the return portion of this postal?” When 
errors are reported, they should be corrected at once. 
Such prompt regard for accuracy is bound to win re- 
spect. 
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Is the Day of the Five Dollar Safety Razor Getting to 
Be a Day of the Past? 


Jerry Does Not Like Apparent Attitude of 
Gillette Razor Company Toward Retailer. 


Written for AMERICAN ARTISAN AND HARDWARE REcorp by Jerry Gerlock, Hardware Merchant 


The other day I stepped into a Chicago cigar store, 
and one of the first objects that met my eye was a big 
yellow poster, announcing that “Genuine” Gillette safe- 
ty razors were obtainable in that store for 79 cents. 

When I looked closer, I found that there were two 
important features about this unusual offer: 

In the first place, it did not mention the fact that 
the safety razor was of the old style of which the Gil- 
lette Safety Razor Company is supposed to have dis- 
continued the manufacture. 

In the second place, there were only three blades in- 
cluded with the razor. 


$1.49—quite an appreciable difference. 

But if you buy the “$5.00 Gillette” for $1.99 you 
get only twelve blades. 

You pay fifty cents more and get three blades less. 

Looking at it from another standpoint: 

Is the Gillette Safety Razor Company fair to those 
retailers to whom it gave a rebate of $1.12%, so that 
they might dispose of the old style outfit at $3.50 and 
still make a gross profit of 87% cents? Is it fair to 
give any one—even the largest customer—such an un- 
usually special deal without letting your other custom- 

ers know something about 





what you are going to make 





When I picked up the 
small case in which the out- 
fit was contained, I noticed 
a silver imprint on the inside 
of the lid, which did show 
“old style” in fairly promi- 
nent type around the well- 
known trademark. 

A few days later, I was in 
an Eastern city and saw a 
sign on the window of an- 
other cigar store, belonging 
to the same chain. This sign 
read as follows: 

“Five Dollar Gillette Ra- 
zor, Including 12 Blades (10 
Cents War Tax Not Includ- 
ed) Cut to $1.99.” 

The package showed noth- 
ing by which it could be de- 
- termined whether it was a 
new style or the old style. 

I have no knowledge as to 
whether the Gillette people 


Cut 


to 








$5.00 


GILLETTE 
RAZOR 


Including 12 Blades Of 


(10c War Tax Not Included) 


$1.99 


possible for that big cus- 
tomer ? 
These smaller customers 


might not have been able to 
dispose of all the old-style 
Gillettes they had, during the 
three months between early 
in April, when the new style 
was put on the market, and 
early in July, when the cigar 
stores commenced to sell 
“Genuine” Gillettes for 79 
cents and “$5.00 Gillettes” 
for $1.99. 

course, we all know 
that the Gillette people have 
done little or nothing in the 
past to prevent drug stores, 
department stores and cigar 
stores from selling their old- 
style razor at prices which 
meant an absolute loss to the 
hardware dealer who _at- 











tempted to meet this sort of 





and the company which ope- 
rates the cigar store chain 
have any “community of in- 
terests,” in the shape of common ownership of shares 
or in any other way, but it certainly does not look right 
to me, and | am inclined to the belief that the Gillette 
Safety Razor Company has become a bit autocratic in 
its attitude toward the retailer who can only handle a 
limited quantity of its product. 

Here, by the way, is an interesting angle. 

In any of these cigar stores you can buy a dozen Gil- 
lette blades (supposedly genuine) for somewhere 
around 70 cents. 

Yet the difference between the three-blade outfit and 
the twelve-blade combination, as offered by the same 
cigar store is $1.20. 

In other words, if you buy the 79 cents outfit and 
also buy a package of twelve blades, you will have a 
holder and fifteen blades and the price will be only 


Poster Used in Windows of Cigar Store Chain. 


cut-throat competition. 

But what is behind this 
latest proposition ? 

Did the Gillette Safety Razor Company permit the 
cigar store chain to advertise “$5.00 Gillette Safety Ra- 
zors, Including 12 Blades” at $1.99? 

Did the Gillette Safety Razor Company permit the 
cigar store chain to advertise “Genuine Gillette Safety 
Razors, with 3 Blades” for 79 cents? 

If they did not permit the cigar store chain to do 
this, has the Gillette Safety Razor Company done any- 
thing to stop them from continuing this palpable mis- 
representation of facts? 

For the retail price of the 12-blade outfit of the old- 
style Gillette was set at $3.50 in April, so that the an- 
nouncement used by the cigar store chain in July is a 
misrepresentation of facts. 

And the 79-cent outfit is not the regular combination, 
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so there is also an implied misrepresentation in this 
case. 

Incidentally, it would be interesting to the retail 
hardware dealers to know if the Gillette Safety Razor 
Company has discontinued the manufacture of the old- 
style holder, or if it is the intention of the Company to 
keep on making it and selling combination outfits of 
holders with 12, 6 or 3 blades at “popular” prices, dis- 
posing of them through cut-rate cigar stores, drug 
stores and department stores. 

Under the circumstances, I am confining my efforts 
in the safety razor line to brand which I can sell with- 
out a bad taste in my mouth and which are sold to 
dealers like myself on terms that are reasonably fair, 
and when the Gillette man comes around next time, I 
am going to tell him very politely that there is nothing 
doing, unless in the meantime I receive a satisfactory 
explanation from the Gillette Safety Razor Company. 

Editor's Note—We shall be glad to publish any com- 
munications from other hardware dealers or from the 
Gillette Safety Razor Company, in which the state- 
ments are accompanied by established facts. The state- 
ments in the foregoing have been verified by us. 





Obtains Patent for 
Saw Swage. 


John F. Pribnow, Indianapolis, Indiana, assignor to 
E. C. Atkins and Company, Indianapolis, Indiana, a 
Corporation of Indiana, has been granted United 
States patent rights under number 1,382,743, for a 
saw swage described herewith : 


A saw 
comprising a swage 
block, alined « bush- 
ings mounted in 
holes in said swage 
block, roller bear- 
ings between said 
bushings and the 
walls of said holes, 
a swaging die 
mounted in said 
alined bushings, and 
means for turning a 


swage, 

















bushing and through it turning the swaging die. 





Iowa Hardware Firm Increases 
its Capital Stock. 


The Currie Hardware Company, Mason City, lowa, 
has filed amended articles of corporation, increasing 
its capital stock from $25,000 to $100,000, and chang- 
ing the name of the company from the Currie Hard- 
ware Company to Currie-VanNess Company. 

The same officers continue, namely, C. 
president; F. R. Currie, vice president and treasurer, 
and J. A. VanNess, secretary. 

The name was changed in recognition of the serv- 
ices of the secretary, who has been a member of the 
firm for 20 years, and has contributed much to the 
development and success of the business so carried 
on by C. Currie and his son, Frank. 


Currie, 
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Plans Training of Retail 
Sales People. 

The executive committee of the Associated Adver- 
tising Clubs, meeting in New York, July 29, approved 
a budget for the year’s work, which included $20,000 
for a new educational division and $100,000 for the 
work of the national vigilance committee. 

Charles Henry Mackintosh, of Chicago, the new 
president of the Associated Advertising Clubs, was 
authorized by the committee to appoint an educational 
director, and in the meantime, two far-reaching edu- 
cational activities which were worked out by the pres- 
ident of the association were approved and this work 
will go forward at once, not waiting for the new edu- 
cational director. 

One of the educational activities calls for extensive 
work for the education of retail sales people. 

The basis for this work will be a book by Ruth 
Leigh, who has a national reputation as a writer on 
this subject. 

Miss Leigh will prepare a booklet showing teachers 
how to base a course of 15 lessons on the book, and 
the course will treat of every important phase of re- 
tail salesmanship. 

Miss Leigh’s book, which is being revised, will be 
published by the associated clubs. The plan calls for 
the selection, under the direction of the local adver- 
tising clubs, of a suitable instructor in each store where 
the course is to be given. 

This book, “The Human Side of Retail Selling,” 
has been selected after a study of the field of such lit- 
erature. 

The other chief educational activity that will be in- 
augurated at once is a short course in advertising based 
upon a book by Alex F. Osborn. 

Mr. Osborn is preparing instructions for those who 
will have charge of the teaching. This course will 
deal with the fundamentals of advertising, and the 
teaching will be in charge of the educational commit- 
tees of the advertising clubs. 


Registers Trade-Mark in 
Patent Office. 


The American Steel and Wire Company, Cleveland, 
Ohio, has obtained United States Patent Office regis- 
. tration, under number 
AMERICAN 144,096; for the trade- 
a mark reproduced here- 

The particular description of goods to which 
Company 
1808. 


with. 
it applies is 
claims use of this trade-mark since July 1, 


woven wire fencing. The 
Application for registration was filed March 31, 1921. 


Wants to Know Who Makes 
the ‘‘Stratford’’ Lawn Mower. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Kindly inform us who manufactures the “Stratford” 
lawn mower. 
Very truly yours, 
BuURKHART-BAKER-EWEND. 


——., Illinois, August 8, 1921. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





HUNTING CAMP MAKES GOOD 
WINDOW DISPLAY. 


Moose are plentiful in the section of New Bruns- 
wick, Canada, in which the hardware store of Sumner 
Company, Limited, is located. 

That is the reason why the big moose head is used 
in the window display of hunting supplies arranged 
by G. V. White for the Sumner Company. 


Its suggestiveness in the circumstances is much 


ph bbbhhhht 
4, 
» 


bt? 


to hunters who can afford to spend time and money in 
following their favorite diversion. Indeed, it may be 
said with truth that there is no section of the country 
in which sales of camping and hunting supplies can 
not be made through graphic window advertising. 

The season of the year is fast approaching when 
game laws permit hunting. 

The hardware dealer who wants to increase the rev- 
enue of his store should begin now to plan one or 
more window displays of this description. 





Window Display of Hunting Supplies, Arranged by G. V. White for Sumner Company, Limited, Moncton, 
New Brunswick, Canada. 


greater than would be the case in places where such 
big game is scarce. 

A window display of hunting requisites is always 
more effective in parts of the country where wild game 
is reasonably accessible to sportsmen, but this fact 
should not deter the hardware dealer in any part of 
the country from putting into his windows and spend- 
ing thought in planning displays of hunting and camp- 
ing commodities. 

After all, distance does not make much difference 


He can get some helpful suggestions from the win- 
dow display shown in the accompanying illustration. 

As described by Mr. White, who planned and ar- 
ranged this window exhibit, the “background is made 
of boughs and tress. The moose head (very plentiful 
in this section) is so placed as to give the effect of the 
entire animal just after breaking through a bit of 
woods. The partridge and dogs shown in the picture 
are cut-outs. 

“The wild cats are stuffed ones, as is also the small 
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bear looking through the woods on the left-hand cor- 
ner. These were loaned for the window display by a 
local taxidermist. 

“The cabin in front is built of edgings. Shot guns, 
rifles, cartridge belts, hunting knives and axes, com- 
passes, ammunition, etc., are arranged on the floor and 


side walls.” 





Explains What Is Meant By 
Cost of Doing Business. 


Writing in System, L. D. H. Weld corrects some 
common errors regarding what is meant by the cost 
of doing business. He says: 

In the first place, the so-called cost of doing business 
that we speak of is the cost for the store as a whole, 
and the store sells many different articles. I shall con- 
tinue to speak in terms of retail stores, though the ap- 
plication is to be made to other kinds of marketing, 
too. The cost of doing business, in other words, is an 
average cost for all the articles sold. Does it cost the 
same to sell all articles? Does it require as much of 
the salesman’s time to sell an advertised collar as it 
does to sell a necktie? Does it require as much of his 
time to sell a sack of flour as it does to sell an imported 
delicacy ? 

We shall have to admit that it costs more to sell some 
articles than it does to sell others—measured by the 
amount of salesman’s time consumed and by the 
amount of expert salesmanship required in making a 
sale. The salaries of salespeople are the largest single 
item in a store’s cost of doing business. Is it logical 
to assign the salesman’s salary to the different articles 
in proportion to the volume of sales of each article? 
Certainly not, because with the expenditure of the 
same amount of time and sales effort he may sell twice 
as much of one article as of another. 


The cost of selling an article depends not only on 
the amount and quality of the salesman’s time neces- 
sary in selling, but it also depends on its rate of turn- 
over—on the relation between sales and the average 
value tied up in the merchandise, for if less stock is 
used the carrying charges are usually less. Merchants 
in general have come to realize that their net profits 
often depend to a great extent on the rapidity of turn- 
over beyond and in addition to the saving on carrying 
charges, because with a rapid rate of turnover a “big”’ 
net can be built up out of a lot of little “nets.” The 
greater the volume of sales they can make with as lit- 
tle capital tied up in stock as possible, the greater are 
their net profits, other things being equal. 

Here, perhaps, I should mention another fallacy 
that is somewhat common. Some merchants. still 
think they get more turnovers than they really do, be- 
cause in their computation they divide inventory at 
cost into actual sales, whereas they should either divide 
the average inventory at cost into sales at cost, or else 
the average inventory at selling price into actual sales. 
Also, they sometimes use only their January inventory, 
which is generally the smallest of the year, instead of 
using an average of inventories that have been taken 
at different dates throughout the year. 

The relation of turnover to net profits is rather vague 
in the minds of many. In considering a store as a 
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whole, it is obvious that if the net profit on each com- 
plete stock turn is 2%, 5 stock turns in a year will 
mean 10% profit on capital invested; 10 stock turns 
will mean 20% ; and so on. 

But how does the rate of turnover of an individual 
article affect the profits on that article? Just the same 
way as for the store as a whole. But, of course, in 
order to find the net profit on a single stock turn, we've 
got to determine the cost of selling the article. The 
main point is that the rate of turnover on a single arti- 
cle affects the cost of selling that article by affecting its 
carrying charges. 

How? Remember that rate of turnover means the 
relation between average quantity of the article on 
hand and the total sales. If a merchant carries equal 
quantities of two articles, but sells four times as much 
of the one as of the other, how does this affect his 
selling cost? The answer is that some items of ex- 
pense depend on the amount of stock carried, while 
others depend on the sales. 

Let’s see if we can make this clear. 

Take the item of interest on capital; suppose the 
merchant keeps $100 tied up in each of the two articles 
suggested above. The sales of the one are $400, and of 
the other only $100. The actual interest cost is the 
same on both—say 5% of the capital tied up, or $5 on 
each. But $5 is only 1.25% of the $400 of sales of 
the first article, while it is 5% of the $100 sales of the 
second article. In other words, when figured as a per- 
centage of sales the interest cost on the article with 
four stock turns is only one-fourth of the interest cost 
of the article with one stock turn. 

On the other hand, take the item of delivery cost; 
this depends primarily on volume of delivered sales, 
rather than on the amount of stock carried. Assuming 
that the two articles are delivered with equal facility, 
delivery cost, expressed as percentage of sales, would 
be the Same for the two articles. Rapidity of turnover 
has little or no effect on delivery costs. 

Salesmen’s salaries, delivery, buying expense, bad 
debts, wrapping paper, and other supplies, depend on 
volume of sales and the selling expense expressed as a 
percentage of sales is the same irrespective of the rate 
of turnover. But interest, rent, insurance and taxes, 
heat, light, and depreciation depend primarily on the 
amount of stock carried, rather than on volume of 
sales. Wherever an item of expense depends on stock 
carried, the more rapid the turnover the smaller this 
expense becomes when expressed as a percentage of 
sales. 

It follows that advertised goods—if the advertising 
has been successful enough to make the goods move 
rapidly—may be more profitable to the merchant at 
smaller margins than unadvertised goods at higher 
margins. A corollary of this conclusion is that mer- 
chants often waste time and expense, and add nothing 
to their profits, by forcing their salesmen to spend 
time and energy in pushing slow-moving long-margin 
goods. 

It also follows that an article carrying a long mar- 
gin, say 50%, may yield only a loss. How can that 
be? Suppose the merchant carries a $1,000 stock, 
and sells only $10 worth a year! Isn’t that sufficient 
answer for almost anyone? 
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Paint Is a Factor in 
Social Content. 


Whether he be rich or poor, high or low, workman 
or capitalist, a man and his family are influenced in 
their contentedness by the appearance of the dwelling 
in which they may be housed. 

Certainly the wielding of the paint brush engenders 
content rather than discontent. 

It means improvement which fosters optimism rath- 
er than brooding over troubles which may be fancied 
or otherwise. 

Clean up and paint up campaigns have promoted civ- 
ic and communal pride in the home and the home town. 

Perhaps after all, if Europe could be treated to one 
grand coat of paint, it would brighten up the perview 
of Europe’s labor and assist to promote a brighter out- 
look. 

This suggestion may appeal to the humorous sense 
of many paint dealers, but after all there is a sound 
business idea pervadmg it. 

Have we exhausted every means and opportunity of 
promoting the sales of paint? 

Contrast the man with the slovenly run-down, un- 
painted home with the man who keeps his place neat 
and trim and painted. 

Which is the more progressive of the two? 

Doesn't the appearance of the home about indicate 
the character of the man? 

If a well-painted home has its influence on the indi- 
vidual, will not a well-painted town have its influence 
on the mass of its citizens. 

Extend this ideal all over the country. 

A slave has no interest in the upkeep of his hovel. 

A free citizen of a democratic country has. 

The idea that democracy would have a better mean- 
ing to us all if all homes were well painted and painted 
frequently is probably not so far fetched after all. 

Then, let every paint dealer ask himself this ques- 
tion, what is being done in my paint department to 
further the sales of paint in the interests of my fellow 
citizens as well as my own purely business welfare ? 





Frank Statement of Price Is 
of First Importance. 


Putting prices on goods shown in the windows and 
on goods advertiséd seems a little thing, probably, to 
many dealers and very unimportant. 

As a matter of fact, it is very important, and this 
was recognized by many of the leading dealers of the 
country a long time ago. 

One of the greatest features of department stores, 
which sell so much goods, is that they show the prices 
in prominent figures. Price is the first thing the pros- 
pective buyer wants to know. 

A very large percentage of buyers are timid about 
walking into a store just to ask the price of an arti- 
cle, especially women, and women are becoming cus- 
tomers of sporting goods stores in greater numbers 
every day now. 

Their fear is that, if the goods are more expensive 
than they expect, they will be argued into taking the ar- 
ticles anyway. 

People, as a rule, do not like to go into a store 
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without buying something, especially if they have asked 
about goods. 

The dealer who does not show the prices of goods 
in his windows, is undoubtedly losing every day a per- 
centage of sales he might easily make otherwise. 

It is a tendency to believe that unpriced goods, or es- 
pecially goods on which the tags are hidden or reversed, 
are costly, and much higher than probably they really 
are, 

It is a simple thing and mighty good business to let 
the public know exactly what the price of an article is. 

If it is in the window, show its price. 

Someone will come in and buy it. 





Here Are a Few Negatives 

for Retail Salesmen. 

Don’t waste time—There is always something to do 
in a store. The secret of a well kept department 





is constant work. 

Don’t be an egotist—Many clerks use the pronouns I, 
me, and my altogether too frequently. We is a 
good substitute and sounds 100 per cent better. 

Don’t get into arguments with customers. 

Don't address customers by their given names—Cus- 
tomers expect a courteous treatment and they 
much prefer being waited on by a clerk who will 
address them Mr., Mrs., etc., than by one who 
John, Mary and Janes them around. 

Don’t smoke while waiting on a customer—The time 
to smoke is when off duty. 

Don’t waste your employer’s and the salesman’s time 
by looking over a line under pretence of being 
buyer in that line, if you are not. 

Don't “butt in” to a conversation between your em- 
ployer and some other person. . 

Don’t be an agitator—Harmony is the keynote of suc- 
cess. Work together and don’t pull in different 
directions. 

Don’t forget the Mr. and Mrs. in addressing or speak- 
ing of your employer and his wife—If you have 
occasion to refer to either of them in your con- 
versation with a customer, another employe or 
any other person, always remember that they are 
Mr. and Mrs. Nothing will display ill-breeding 
sooner than an employe speaking of or addressing 
his or her employer or his wife by their given 
name. 

Don't forget to smile. 

Procures United States Patent 

Rights for Tool Handle. 

Heyman Rosenberg, New York, New York, has 
been granted United States patent right under number 

1,384,154, for a tool handle described in the follow- 


ing: 








A handle for tools provided with an elastic thread 
cutting element formed of coiled wire and adapted to 
receive and cut threads in the end of a tool. 
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Tells How an Inventor Established a Market for His 
Product by the Help of Trade Journals. 


He Presented His Goods to the Dealers Through Their Trade 
Papers and Thus Prepared the Way for His Salesmen. 


The story of a struggling inventor who first invent- 
ed quicker, cheaper methods of manufacture, then 
solved his distribution problem through the aid of ad- 
vertising, is related by George W. Rowell, Jr., of the 
Lloyd Manufacturing Company, Menominee, Michi- 
gan. 

After telling the story of the early struggles of Mar- 
shall Burns Lloyd, the head of the business, and de- 
scribing several of his inventions, Mr. Rowell spoke 
especially of the company’s work in establishing a mar- 
ket for baby carriages. 

“In the manufacture of ba- 
by carriages,” he said, “the 
most expensive part comes in 
the weaving of the wicker 
bodies. Wicker weaving is 
one of the oldest arts in the 
world, having been born in 
the days of biblical history. 

“Strange to say, wicker 
weaving has been conducted 
by hand and by the same 
method ever since. In fact, 
Jochebed, mother of Moses, 
wove a wicker basket into 
which she sent her prophet 
son, Moses, adrift on the riv- 
er Nile by the same method 
as that used in weaving mod- 
ern baby baskets. 

“Mr. Lloyd realized that 
this method was out of date. 
After months of labor, he 
brought forth a new method 
for weaving wickers. 

“He supplemented this 
with a loom for weaving the 
fabric. These inventions 
make it possible for him to 
weave a baby carriage body in 15 minutes, while the 
fastest hand worker would require an entire day to 
accomplish the same task. 

“Having an article of great human interest manu- 
factured by a new method and woven by a machine 
instead of by hand, we had a problem in learning just 
how to put our product on the market. We were in 
desperate financial straights, thus adding to our prob- 
lem. 

“Two avenues faced us. First, was the use of na- 
tional advertising, which would require extensive 
financial outlay a thing impossible for us. The sec- 
ond method was to interest the dealer and let him do 
the selling to the consumer. This would not require 
as much money and was therefore the plan we 
adopted. 

“We began by sending out broadsides, but the re- 
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There is a two-fold moral in 
this true story of the phenomenal 
success of a struggling inventor. 

It holds a lesson, first and fore- 
most, for the retailer, because it 
points out the benefit of closely 
reading his trade journal as a 
source of new and profitable com- 


Success is not a matter of luck. 
It is a question of choosing the 
right means to achieve results. 
The inventor succeeded because 
he selected the proper means. 

The manufacturer can increase 
his business by exactly the same 
process through intelligent use of 
the trade journal. 
other part of the twofold moral 
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sults were not what we hoped. We then turned to 
three furniture magazines and began using national 
advertising copy. Results came in many ways. Mail 
orders were numerous. Our salesmen found dealers 
well posted on Mr. Lloyd’s invention and what his 
inventions produced. They were curious to know all 
about the articles and placed sample orders. These 
orders grew until our business. warranted wider adver- 
tising. 

“In a nut-shell, the trade papers produced for us 
the following five results: 

“First, They enabled us to 
discontinue the use of ex- 
pensive broadsides; because 
the trade papers went to the 
best dealers at certain inter- 
vals and gave us a higher 
standing than would broad- 
sides. 

“Second, The trade papers 
educated our dealers so that 
the salesmen found them al- 
most as well informed as 
they were themselves. 

“Third, The trade papers 
gave us the widest fame of 
any baby carriage manufac- 
turer in the universe. 

“Fourth, The trade papers 
gave us the avenue of distri- 
bution which resulted in the 
increase of our business of 
nearly 700 per cent in a lit- 
tle more than two years’ 
time. 

“Fifth, The trade papers 
carried the story of our in- 
ventions abroad, resulting in 
foreign sales of permits to 
use these inventions which netted us nearly $2,000,000. 
One story in a trade paper, ‘Packages,’ published in 
Milwaukee, resulted in the sale of British rights for 
$1,500,000. Through this story, I claim the credit for 
writing the highest priced story ever published in a 
trade paper. 

“Our financial condition has improved and we have 
not forgotten the faithful dealers and have been con- 
ducting a great national campaign in 127 leading Amer- 
ican newspapers so as to help the dealer move his 
goods from the floor. The result of this newspaper 
advertising has increased our business 33 I-3 per cent 
in four months. We are now about to enter the na- 
tional magazine field in order that we may test out 
just what is best for baby carriage advertising. 

“Our success in advertising has been little short of 
miraculous. Our newspaper experience has been won- 
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derful, but we shall never forget the initial service 
rendered by trade papers. We Shall always be found in 
every paper having to do with our line of business.” 


Indicates Way to Progress 
in Business. 


Try to do whatever you undertake a little better 
than you ‘have ever done it before and a little better 
than anyone else does it, is the advice of Theodore N. 
Vail of the American Telephone and Telegraph Com- 
pany. 

While you can not always succeed, the effort brings 
its reward through its influence on your character and 
the satisfaction afforded you. 

No matter what you may undertake, education, fore- 
thought, and organization will help you to accomplish 
it better; this applies as we!l to your own efforts and 
your own labor as it does to the management and or- 
ganization of the labor and effort of thousands. 

Ordinary results come from ordinary methods; the 
great results of the world are the result of that organ- 
ization and efficiency which produce more with less ef- 
fort and work than can be produced by ordinary meth- 
ods. 





Trade Opportunities in 
Foreign Lands. 

The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

35296—A commercial agent in Ireland desires to secure 
the representation of firms for the sale of any good selling 
articles of the hardware trade, etc. Quotations should be given 
c. i. f. Irish port. Reference. 

35300.—A commission agent in the Netherlands desires to 
secure an agency for the sale of small tools, and accessories 
for motor cycles and motor cars. Quotations should be given 
c. i. f. Rotterdam. Payment to be made upon receipt of goods. 
Samples and catalogues are requested. References. 

35311.—A firm of merchants and engineers in England de- 
sires to purchase galvanized corrugated iron in 22, 24, and 26 
gauge, preferably 24 gauge, in 6 to 10 foot lengths, by the 
usual width of 2 feet 3 inches. Greater widths will be ac- 
ceptable. Quotations should be given c. i. f. English ports. 
Payment: Cash and bank guaranties in advance. Samples will 
be acceptable. Reference. 





Coming Conventions. 


Southern Association of Stove Manufacturers, quarterly 
meeting, Signal Mountain Inn, Chattanooga, Tennessee, Sep- 
tember 19 and 20, 1921. W. H. Cloud, secretary, 216 Glen- 
dora avenue, Louisville, Kentucky. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, October 
17, 18 and 19, 1921. Fred D. Mitchell, Secretary-Treasurer, 
4106 Woolworth Building, New York City. 

National Hardware Association, Marlborough-Blenheim 
Hotel, Atlantic City, New Jersey, October 17, 18 and 19, 1921. 
T. James Fernley, Secretary-Treasurer, 505 Arch Street, 
Philadelphia, Pennsylvania. 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 17, 18, 19, 1922. 
Exhibition at Convention Hall in charge of Louis W. Shouse. 
Headquarters, Coates House. Sessions in Century Theatre. 
H. J. Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Association 
Convention, Davenport Hotel, Spokane, Washington, January 
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17, 18, 19, 20, 1922. E. E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Oregon Retail Hardware and Implement Dealers’ Associa- 
tion Convention, Imperial Hotel, Portland, January 24, 25, 26, 
27, 1922. E. E. Lucas, Secretary, Hutton Building, Spokane, 
Washington. 

Kentucky Hardware and Implement Association, Jeffer- 
son County Armory, Louisville, Kentucky, January 24, 25, 26, 
and 27, 1922. J. M. Stone, Secretary-Treasurer, Sturgis, 
Kentucky. 

Indiana Retail Hardware Association, Convention and 
Exhibition, Athenaum Hall, Indianapolis, January 24, 25, 26, 
27, 1922. G. F. Sheely, Secretary, Argos. 

West Virginia Hardware Association Convention and 
Exhibition, Wheeling, January 31, February 1, 2, 1922. James 
B. Carson, Secretary, 1001 Schwind Building, Dayton, Ohio. 

Iowa Retail Hardware Association Convention and Ex- 
hibit, Coliseum, Des Moines, Iowa, February 6, 7, 8 and 9, 
1922. A. R. Sale, Secretary-Treasurer, Mason City, Iowa. 

Nebraska Retail Hardware Association Convention, Lin- 
coln, February 7, 8, 9, 10, 1922. George D. Dietz, Secretary, 
414-417 Little Building, Lincoln, Nebraska. 

Michigan Retail Hardware Association Convention and 
Exhibit, Grand Rapids, Michigan, February 7, 8, 9 and 10. 
1922. Karl S. Judson, Exhibit Manager, 248 Morris Ave- 
nue, Grand Rapids, Michigan. A. J. Scott, Secretary, Ma- 
rine City, Michigan. 

Wisconsin Retail Hardware Association Convention and 
Exhibition, Milwaukee, February 8, 9, 10, 1922. P. J. Jacobs, 
Secretary, Stevens Point, Wisconsin. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Inc., Convention and Exhibition, Philadelphia Commercial 
Museum, Philadelphia, February 13, 14, 15, 16, 17, 1922. Sharon 
E. Jones, Secretary, 1314 Fulton Building, Pittsburgh. 

Illinois Retail Hardware Association Convention, Hotel 
Sherman, Chicago, February 14, 15, 16, 1922. Leon D. Nish, 
Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Association Convention, St. 
Paul, February 14, 15, 16, 17, 1922. H. O. Roberts, Secretary, 
1030 Metropolitan Life Building, Minneapolis, Minnesota. 

Ohio, Hardware Association Convention and Exhibition, 
Columbus, February 14, 15, 16, 17, 1922. Headquarters, 
Deshler, Hotel. Exhibition, Memorial Hall. James B. Car- 
son, Secretary, 1001 Schwind Building, Dayton, Ohio. 
~ Missouri Retail Hardware Association Convention and 
Exhibition, St. Louis, Planters Hotel, February 21, 22, 23, 
1922. F. X. Becherer, Secretary, 5106 North Broadway, St. 
Louis, Missouri. 

New England Hardware Dealers’ Association Convention 
and Exhibition, Paul Revere Hall, Mechanics’ Building, Bos- 
ton, Massachusetts, February 21, 22, 23, 1922. George A. Fiel, 
Secretary, 10 High Street, Boston. 

New York State Retail Hardware Association Convention 
and Exhibition, Rochester, February 21, 22, 23, 24, 1922. Ex- 
hibition at Exposition Park. Headquarters and sessions at 
Powers Hotel. J. B. Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. | 

Hardware Association of the Carolinas Convention, Win- 
ston-Salem, North Carolina, May 9, 10, 11, 1922. T. W. Dixon, 
Secretary-Treasurer, Charlotte, North Carolina. 





Retail Hardware Doings. 


Illinois. 


_ The Burkart, Baker & Ewend hardware store and plumb- 
ing shop has been moved into a new building on Second Street 


in Peru. 
North Dakota. 


The Edgeley Hardware Company has bought out the stock 
and goodwill of the Devener & Son hardware store at Edgeley 
and will conduct the business from the same location in 


Nebraska. 


Having purchased the garage building next to its present 
quarters in the town of Pierce, the Pierce Hardware & Imple- 
ment Company will use it to care for its expanding business. 

Fred Pelz of Blue Hill has bought the Uhlig hardware 
store on East Avenue, Holdrege. 


South Dakota. 


L. P. Gauthier of Salix, Iowa, has opened a hardware 
store in Vivian and will carry a complete line of harness and 
harness supplies, paints, oils, glass, etc. 

Wisconsin. 

Harry Brownlee has bought the Anton Peterson hardware 

store at Stockholm. 


‘Edgeley. 


West Virginia. 

The annex to the Wells Hardware Company building in 
New Martinsville has been completed and the Company is now 
in a position to give better service to its growing list of cus- 
tomers. 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Results by Advice and Suggestions. 
Service Is Free. 


A manufacturer’s advertisement, 
so worded as to direct trade toward 
the retailer's store, is much better 
than general publicity. 

In the illustration 
shown an advertisement of “Wear- 
Ever” aluminum ware in which the 
names of two dealers are given. 

For the purpose of acquainting 
people with the merits of this ware, 
a special price is quoted for a lim- 


herewith is 


ited time. 

The only objection to the text 
of this advertisement is the use of 
the words “Last Chance” at the top. 

This is the kind of urging which 
causes doubt of the advertiser's 
sincerity in the mind of the reader 
and leaves an impression of huck- 


Last Chance 








“Wear-Ever” y 


Aluminum + Stew Pan 


(Regular Price $1 05) 







UMITED 





Look for the 

store with the 

“Wear-Ever” 
window deplay 
Cover only 14c 


(Reguler Price. 3S« 





In order that you may KNOW from your own experience 
that “Wear-Ever” SAVES gas. we are permitting “Wear- 
Ever” stores for a limited time to acc ept 29c in full payment 
for one “Wear-Ever™ one-quart. thick. sheet aluminum 
Stew Pan. 


toe 


Go to any “Wear-Ever™ store TODAY and get one of 
| these pans at the special price. Try it on your own stove and 
' KNOW why more than two million American housewives 

prefer “Wear-Ever™ to all other kinds of kitchen utensils 
° 
i Uf these pans ere not obtassble at your 
send 40 to the Company and 
t you post paid. Cover will be omc 


The Aluminum Cooking Utensil Company 


New Kensington, Pa 


dealer's. 
im will be sent te 


The following stores, we KNOW, have a supply 
of “Wear-Ever” Stew Pans: 


’ Rorabaugh-Paxton Dry Goods Co. ; 
Havas: Hardware Co. 3 


— 





ster methods rather than of 
straightforward merchandising. 
x * * 


An effectively illustrated and 
strongly worded advertisement is 
that of the Puritan Oil Cook Stove, 
published by Adams Hardware in 
the Devil’s Lake Journal, Devil's 
Lake, North Dakota. 

Briefly, simply, and unmistak- 


Let Us Help 
The 


Don’t Hesitate to Take Advantage of It. 





ably the chief selling points are set 
forth: 

“There’s no fire to build, no dirt 
to clean up, no ashes to carry out. 
There is always a clean, hot flame 
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Oi] Cook Stoves 


E'S no Gre to build, no dirt to dean 

up, no ashes to carry out when you cook 

with « Puritan Oil Cook Stove. There ws 

always a clean, hot flame whether you set it 

low, medsum or high 

ee Se: = The cone-top Inner Combustion Tube in the 
Site nwa tow of Puritan oe ts guaranteed not to burn out 
— Fi —F frve years. That's one assurance of long 


oun and cfhaem serve. Come mm and see it. 


ADAMS HARDWARE 
Quality Merchandise 


Five-Year 


The Poncan cane copped 
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whether you set it low, medium or 
high.” 

The five-year guarantee on the 
cone-tipped inner combustion tube 
is another advantage worth men- 
tioning in an advertisement. 

Frank statement of the price 
would make the advertisement con- 
clusive. 

Probably it was omitted for the 
reason usually given in such cases. 

The line of argument in similar 
circumstances is as follows: 

“The price looks too big in print. 
Therefore, it is better to get people 
into the store first and talk quality 
to them. 
demonstration. Show 


Make the stove 


“Give a 
all the advantages. 
appear so good to them that they 
will desire to buy it. 


“When desire has been fully 
stimulated, the price will seem 
more moderate—especially after 


they have seen the values in the 
stove.” 

A contrary line of argument 
might be developed showing that 
the price is generally the first 


thought in the mind of the thrifty 


housewife who does most of the 
buying of stoves and that she is 
not easily influenced by talk of 
quality which is intended to dis- 
tract her attention from the ques- 
tion of price. 

If the price is reasonable, why 
all the frantic effort to hide it? why 
all the concealment? why all the 
artifices of salesmanship to keep it 
in the background until the last 


moment ? 
* * * 


If type and illustration could be 
endowed with the power of hypno- 
tism, there might be much profit 
from an advertisement of the kind 
published by E. Bergmann in the 
Washburn Times, Washburn, Wis- 
consin. 

Merely advising people to go to 
E. Bergmann for hardware is not 
likely to increase the number of his 
customers. 

He should tell them why it would 


be to their benefit to come to his 








store for their purchases of hard- 
ware. 

Manifestly, therefore, his adver- 
tisement should contain some par- 
ticulars about one or more hard- 
some 





ware commodities reason to 
persuade people to go to E. Berg- 


mann for hardware. 
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Hussie Says He Has Nothing to Retract and That His 
Address is Well Known 


Admits That He Has Enough Experience to Write a Book 
on the Subject of How to Write a Code to Have it Rejected. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 


Fearing that I might wear out my welcome, | had 
made up my mind to write no more on the Furnace 
Code subject, and even when my good friend Jesse 
McHenry warned against the throwing of stones from 
Omaha to Utica and then proceeded to throw a few 
himself, not only toward Omaha, but also at his com- 
petitors, I rgmained silent. 

When he misquoted and misinterpreted this much 
abused, so-called “Nebraska Code,” I still held the 
peace. 

In passing, let me say that I have great respect for 
Mr. McHenry, both as an authority on heating matters 
and as an all round good fellow, and will add that the 
Committee which prepared the “Nebraska Code” did 
not hope to have it letter perfect, and I, for one, will 
agree to let Mr. McHenry or any other good heating 
man write every word of a code, only providing that 
a clause be inserted to compel installers to show that 
they know how to install a furnace under the code, 
when adopted. 

When I read Mr. McHenry’s letter, I recalled the 
fact that some time ago, he worked for a long time 
preparing a code for the National Heating and Ven- 
tilating Association, and I was in the audience when 
he presented it at convention and I remember that, 
after toiling all through the long*afternoon, he was 
forced to gather up his papers and hurry to his train 
for home, without even getting a vote on the subject. 

This only shows how difficult it is to write a code 
that will please everyone and, frankly, I don’t believe 
we ever will see one. 

After reading Mr. McHenry’s criticism, | dug up 
from my files, a copy of Mr. McHenry’s effort and, 
strange as it may seem, I find that it does not differ 
so very much from the “Nebraska Code,” even in the 
parts Mr. McHenry complains of. 

All hardware catalogs that I know of, use the words, 
“coke tin” and “bright tin” as synonymous, and gen- 
erally accepted trade terms are legal terms. As to 
smoke pipe passing through the roof—I do not think 
this should be allowed at all. I notice, however, that 
Mr. McHenry’s code allows smoke pipe to pass 
through wood partitions, using only a safety thimble, 
and still he requires six inches between smoke pipe and 
wood covered with asbestos and metal. 

He says further, that under the code “the fellow 
who might use stacks made of IC or IX tin subjects 
himself to a fine or‘a jail sentence.” This is unworthy 
of the writer, who must know that tin might be IC 
or IX and still be coke tin and that no one will use 
charcoal tin for fittings. 

He says, “The inconsistency is apparent to the dull- 
est eye,” but why, I ask, must one have the “dullest 
eye’? 

I will close this part by saying that both Mr. Mc- 


Henry and myself are qualified by past experience to 
write a book on the subject, “How to write a Code 
in order to have it rejected.” 

But now comes Mr. Gedeist with the demand that | 
“retract” certain statements I have made. I decline 
to retract a word I have said and only ask my readers 
to follow what I have said and not what Mr. Gedeist 
or others may intimate I have said. 

I said unfair methods were used and I stand pre- 
pared to prove it. I have explained some of the un- 
fair methods used and will not rehash old material 
but will call your attention to. Mr. Gedeist’s misstate- 
ments in this letter of his. He sneeringly refers to a 
“paid lobbyist” and calls attention to his own virtue. 

Now the fact is, the Western Association did em- 
ploy a lawyer to legally write this bill and place it in 
the hands of the man who introduced it. Certainly a 
lawyer was needed and the law of the state requires 
that such a man must register as a paid lobbyist. 

Mr. Gedeist was down there lobbying against the 
bill and if he was not registered he should have been, 
I think, and, furthermore, I do not think he was with- 
out pay, while there. 

I remember quite clearly, hearing Mr. Gedeist, in 
the City of Chicago, last winter, tell somewhat proudly 
of his extensive experience in lobbying in different 
legislatures, so why this “holier than thou” stuff now? 

He says that no members of the National Associa- 
tion made themselves known, in any way, as favorable 
to the legislation and further, that I am perhaps alone 
in my belief that members of the National Association 
worked for the code. 

Mr. Gedeist sat in meeting in Chicago for some 
hours with members of the National Association. who 
worked framing the bill and planning for its passage 
and, therefore, knows his statement is untrue. 

Messrs. George Harms, E. B. Langenberg, R W. 
Menk, John Wagner, and others I can mention. all 
worked hard for the bill, and Mr. Gedeist knows it. 

They are all members and in many cases charter 
members of the National Association, but now comes 
Mr. Gedeist and at one stroke of his pen, sweeps them 
out of the organization. 

One might well exclaim with the Immortal Bard, 
“Upon what meat hath this our Caesar fed, that he 
hath grown so great.” 

Furthermore, unless Mr. Gedeist has also excom- 
municated me, I might even claim membership for 
myself. 

Down in Nashville, Tennessee, there is a business 
men’s club with a splendid set of rules. Rule three 
reads, “Don’t take yourself too blanked seriously.” 1 
think it is about time rule three was invoked against 
Mr. Gedeist. 

Retract forsooth! Has this young man read what 
National President Lamneck said about his methods 
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in addressing the annual! convention of the National 
Association of Sheet Metal Contractors? He said the 
bill was opposed for “selfish reasons.” 

If Mr. Gedeist and his associates wanted to know 
what retailers think on this subject, why did they not 
show up at Pittsburgh? 

They would have heard something there, as the 
convention was unanimous for a furnace code with 
examination of installers. Are a few manufacturers 
able to prevent the retailers from getting what they 
want? We shall see, but in the meantime “let the 
galled jade wince.” I have nothing to “retract” and 
my address is well known. 

Yours very truly, 
Joun H. Hussie. 
Omaha, Nebraska, August 10, 1921. 





Fan Will Increase Heating 
Capacity of Warm Air Furnace. 


At the Annual Meetings of the National Warm Air 
Heating and Ventilating Association and of the Na- 





tional Association of Sheet Metal Contractors, there 
was considerable discussion about the use of ordinary 
electric fans in connection with the standard house 
types of warm air furnaces and much interest was 
manifested in the subject, it being generally agreed that 
a suitable installation of such a fan would result in 
material improvement where because of faulty work 
on the part of some installer, the furnace did not 
function properly. 

The Walworth Run Foundry Company, Cleveland, 
Ohio, manufacturers of warm air registers and other 
furnace supplies have perfected a fan device which, 
it is claimed, will force the heat through all the pipes, 
or through any particular pipe, and thereby save coal 
enough to pay for the fan installation in a compara- 
tively short time, as its cost is comparatively low 

The name of this device is the “Addair” and a good 
idea of its operation may be formed from the follow- 
ing description and the accompanying illustrations. 

The Addair consists of a frame A (Figure 2) 
which fits into the cold air intake or duct of the fur- 
nace. On this frame is mounted an electric fan (B) 


Sectional View of Addair Fan Device. 
The Two Large Illustrations Show 
the Doors Open When Fan Is 
Not in Use, and Closed When 
Fan Is Operated. 
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and on each side of the latter is a vertical door (C 
and D) which is shaped to close off all the area in the 
duct except the portion generated by the revolving fan 
blades. These doors, then, in closed position restrict 
the air passage to that of the fan area (Figure 3). 
From the center of each door, and rigidly fixed to it, 
there extends, at practically right angles, a vane (E 
and F), so placed that when the door is swung directly 
open, this vane impinges directly across the path of the 
current of air created by the fan. Therefore, when 
the fan is in motion, the impact of the air current 
against the vane tends to turn the door to its closed 
position. When the fan is not in motion, the door 
automatically swings open by virtue of its being pivoted 
on a slant and so, like a gate or door which is not hung 
correctly, it tends to swing until its center of gravity 
has reached its lowest point, in which position, by 
virtue of the construction, it is wide open (Figure 1). 

From the illustrations, one can see that when shut 
off the Addair is but a slight obstruction in the air in- 
take as the shutters swing wide open due to the way 
in which they are pivoted. This insures complete pro- 






tection for the furnace and provides a means of heat- 
ing in spite of the fact that a fuse might blow or that 
the power might go off without anyone being aware of 
it. 


Trade-Mark Is Registered for 
Oil Heating Furnaces, etc. 





United States Patent Office registration has been 

granted to Hall-Neal Furnace Company, Indianapolis, 

Indiana, for the 

V I C T oO R trade-mark 

shown in the ac- 

149,006 companying _ il- 

lustration. The particular description of goods to 

which it applies is coal, wood, gas, and oil heating fur- 

naces, grate frames, grate bars, and grate bar levers. 

Application for registration was filed February 21, 

1921, and the company claims use of this trade-mark 
since April 4, 1901. 





Cheapest means poorest. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 
Metal Worker Has to Meet 
Send Your Problems to Us. 


Therefore, the Sheet 
Each Difficulty as It Comes. 
Let Our Experts Help You. 





PATTERNS FOR SPIRAL ELBOW. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 


Spiral elbows like spiral pipes are considerably 
stronger than the ordinary cross seam riveted pipe. 


The full gores as 9’-h, etc., are divided in twice as 
many spaces as are in the half section. Observe ele- 
vation lines are continued from miter line to miter 
line parallel to the heel lines of elbow. 

Now by drawing each of the divisional lines to the 
center X we are able to trace the spiral line as shown. 


When this is drawn, then erase the surplus lines, 
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Patterns for Spiral Elbow. 


The spiral seam is a continuous wrapper around 
a cylinder and also allows for expansion and contrac- 
tion. 

We first consider the spiral elbow as any ordinary 
elbow. In this case we have a six piece elbow if it 
were made in gore pieces. 

So, miter lines are drawn as X-9’, x-h; x-D; x-C, 
etc. Divide the heel lines as 9-9’ in the same number 
of parts as are in the half section. 


holding only the intersections of the spiral and eleva- 
tion lines as 8”, 7”, 6”, 5”, 4”, etc. 

This enables you to reconstruct the elevation lines 
as 8-8”, 7-7", 6-6”, 5-5”, etc. Also 8’-g, 7’-f, 6’-e, 
5’-d, etc. 

To set out the pattern, observe the first half revo- 
lution is set out the same as any ordinary elbow by 
picking the lengths as 1-2’-2’; 3-3’; 4-4’, etc., to 9-0’ 
and set them off as shown. 
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Now when we take in the other half revolution, 
notice that the lines incline toward the throat. 

This is to take in that slant in the throat and permit 
the wrapping of the flat metal. 

Now in setting these spaces over use space 9-8’ as 
girth and strike are as 8”. i 

Next sweep arc 7 and then pick line 9-8” and set 
in diagram of true lengths as 8”. 

Notice we reach over one line, and so we pick sec- 
tional line 8 and set it as 8 in diagram. 

Then 8-8” is our true length. Set this in pattern 
as 9-8”. 


Then pick elevation line 8-8” and from { 


ii 


in pat- 
tern cross lines in point 8. 

Strike arc 7” equal to 8’-7’ of pattern, and strike 
arc 7. 

Then pick distance 8-7” from elevation and set in 
diagram as 7”. 

Then pick the difference between sectional lines 8 
and 7 and set this in diagram as 7. 

Then 7-7” is the true length. 

Set this as 8-7 in pattern. 

Then pick 7-7” ffom elevation and set as 7”-7 in 
pattern. 

Repeat this process until two 
veloped. 

Allow laps for riveting. 


revolutions are de- 





Copper and Brass Research 
Association Is Organized. 


The long expected Copper and Brass Research As- 
sociation has at last been launched with a most capable 
head in R. L. Agassiz, president of the Calumet and 
Hecla Mining Company. 

It is hoped that this association will fulfill its pur- 
pose, which is to increase the scope and use of cop- 
per and its products. 

For more than a year, the sponsors of the new or- 
ganization have been gathering data through a ques- 
tionnaire, as follows: 

1—Is copper used for roofing, flashings, cornices, 
gutters, down pipes or any general building purposes 
in your town? 

2—If so, has it given satisfactory service? 

3—lf not, what metal or material is used for these 
purposes and what has been your experience with these 
metals or materials? 

4—lIs brass used for plumbing or any other purpose 
in your town? 

5—If so, has it given satisfactory service ? 

6—If not, what metals are used for plumbing and 
what has been your experience with them? 

7—Is copper in use in your town for kitchen utensils 
and if so, has its use fallen off or increased in the 
last ten years? 

8—What other materials are used in kitchen utensils 
in your town? 

9—What has been the experience of housewives 
with these other materials? 

10—Is any special effort made either by manufac- 
turers or retailers to boom copper and brass products 
in your town? ' 

11—Does a general need exist in your town for any 
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one thing not now obtainable or obtainable only in 
inferior quality, which can be manufactured of copper 
and brass; metals having everlasting life and non-rust 
qualities? If so, name it. 


12—What other use or uses can you suggest for 


copper and brass in articles in which these metals 
are not now employed? 
13—What methods are used by manufacturers and 


retailers in. your community in the marketing and sell- 
ing of kitchen utensils and other articles named in 
Question No. 1, in which copper and brass may be 
used ? 

14—What explicit arguments would you suggest as 
most effective to increase the individual use of copper 
and brass kitchen utensils, other household articles and 
building materials? 

15—Do you believe that an 
exploiting the merits of copper and brass would pro- 
mote the interests of these metals in your vicinity? 

16—Town? 

17—State? 

18—Population of town? 


advertising campaign 


Anything which increases the use of sheet metal or 
enlarges the scope of the sheet metal trade is certain 
to be of advantage to every one engaged in the in- 
dustry. Therefore, it will be to the ultimate benefit of 
sheet metal contractors to keep in touch with the work 
of the Copper and Brass Research Association. 





Gets Trade-Mark Registered 
for Forgings, Castings, etc. 
The American Rolling Mill Company, Middletown, 


Ohio, has secured United States Patent Office regis- 
tration under classification number 14, namely, metals 





132,284. 


RMG, 


WY 


and metal casings and forgings, for the trade-mark 
shown herewith. The particular description of goods 
to which it applies is bars, billets, castings, forgings, 
ingots, plates, shapes, plain and formed, coated and un- 
coated; sheets, rods, rivet material, and wire of pure 
iron. Application for registration was filed May 11, 
1920, and the company claims use of this trade-mark 
since July, 1914. 








A. H. Stokes Manufacturing Company 
Moves from St. Johns to Qwosso, Mich. 
The A. H. Stokes Manufacturing Company, now 
located at Saint Johns, Michigan, will remove to Owos- 
so, where it will erect a modern sheet metal plant. 
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Experience with Corrosive Metals in Recent Years 


Favors Zinc for Eaves Trough and Conductor Pipe. 


Some Sheet Metal Workers Object to Zinc Because They 
Think It Deprives Them of Repair and Replacement Work. 


Speaking on the topic of “Zinc Roofing and Build- 
ing Products” at the annual meeting of the American 
Zinc Institute in St. Louis, Missouri, C. H. Stewart, 
Secretary American Zinc Products Company, Green- 
castle, Indiana, showed that the permanency of zinc 
is not a detriment to the sheet metal worker. In the 
course of his address he indicated the wider diversity 
of uses for which zinc is suitable. He spoke as follows: 

It may be interesting to consider the items where 
zinc is used for building purposes and where the field 
for expansion of zinc in finished products has almost 
unlimited possibilities in per- 
forming every useful service 


UMTEHTA 


Alarm clocks made of zine are with us in the morn- 
ing and electric fixtures in the evening. Other uses 
include dry cell batteries, hot water bottle caps or ice 
bag caps, window glazier points, shade roller tips and 
window sash fasteners. 

In the kitchen are zinc linings for refrigerators, 
zinc for table tops or kitchen cabinets, perhaps nickel 
plated, but there nevertheless. 

Shoe polish boxes, shoe lace tips and eyelets and 
shoe nails are frequently made of zinc; also, picture 
frames, toilet preparation containers, toilet powder 

boxes, corset tips, cameras, 
humidors, buttons, pencil 
= tips, ete. 


to the public. 

Very frequently we see 
the use. of zinc products in 
the home or other buildings 
without being aware of its 
presence, and the lack of 
knowledge concerning its 
varied uses on the part of 
most people is surprising. 

Only the other day, while 
in the office of the architect 
of one of the leading rail- 
roads, doubt was expressed 
as to the lasting qualities of 
zinc sheets for flashing and 
roofing purposes under 
smoke and sulphurous con- 
ditions similar to those ex- 
isting nearby. 
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There were riots among the 
weavers of England when Sir 
Richard Arkwright introduced his 
invention of the spinning jenny 
nearly two hundred years ago. 
The workers smashed the ma- 
chines in the belief that the ma- 
chines would replace them and 
deprive them of bread and butter. 


But today England employs 
more weavers than ever. This 
condition is true of every indus- 
trial improvement. Better and 
quicker ways of doing things in- 
crease the benefits to all and re- 
lease skilled labor for other things. 


The use of zinc will not lessen 
employment nor decrease busi- 
ness in the sheet metal industry. 


| 
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For exterior use we find 
more uses—by far the most 
important in the writer’s 
estimation from the stand- 
point of tonnage. 

In some parts of the coun- 
try there is a large use for 
flashing in connection with 
prepared roofings, while in 
other places it is almost un- 
known for this purpose, and 
a very promising field should 
develop. 

Ornamental work for cor- 
nices and deep stampings 
have long been made of 
zinc. 

The use of zinc for val- 





When the writer called at- 
tention to the zinc metal 
weather strip on the office 
windows, which had _ been 
applied at least ten years and 
was fully as good as new, 
all doubt seemed to be re- 
moved about the material lasting, and these people are 
going to use zinc, and probably quite a quantity, in 
various ways. 

Certainly the use of zinc sheets in weather strip over 
quite a period of years has been a hard test on dura- 
bility and the results first class; in fact, we have never 
heard of a single failure. 

With high freight rates and unheard of prices for 
coal, the use of zine weather strip is growing rapidly 
on account of substantial savings. 

Another common use for zinc is in wash boards, 
and the recent growth of the electric washing machine 
is also using considerable tonnage. 

Fruit jar tops are made of zinc, and zinc coated or 
galvanized piping is ever present, as well as range 
boiler, buckets, pails, and numerous other items, all 
reminding us of the use of zinc. 


NH 


trade. 





On: the contrary, it will bring 
greater prosperity to all concerned 
and widen the development of the 
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leys, ridge roll and flashing 
follows with the growth of 
the zinc roofing business, 
and the sale of zinc eave 
trough, conductor pipe, el- 
bows and mitres helps the 
sale of zinc roofing by com- 
pleting the line and giving the builder a complete job 
of zinc. 

The experience with corrosive metals in recent years 
makes the introduction of zinc eave trough and con- 
ductor pipe a comparatively easy task. 

Unfortunately, like the copper people, we experi- 
ence the short sighted view of some sheet metal work- 
ers who do*not want to use zinc because they think it 
is a permanent metal and they will be deprived of 
repair and replacement work. 

While this is true so far as these particular installa- 
tions are concerned, we will have to make them see 
that they are driving business to prepared roofings, 
from which they derive no benefit, and thus secure 
the rightful assistance of the sheet metal worker, or 
reach the consumer, his architect or his engineer, as 
the case may be, and see that zinc is specified for the 
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work. 

Some workmen before State Conventions have actu- 
ally taken this view, maintaining that if a pair of 
shoes last only a year, five years’ service or life of 
eave trough or conductor pipe is plenty long enough. 
The man who owns the building and pays the bills is 
interested in using better material. 

The sale of batten style zinc roofing as so commonly 
used in Europe is, from the standpoint of cost, largely 
dependent upon the ability of the workmen, and the 
applied cost per square is a drawback in this country, 
both because of labor rates and inexperience. 

However, for high class buildings it is not at all 
prohibitive, and it is hoped that the service sheets dis- 
tributed to the architects by the American Zinc Insti- 
tute will bring good results. 

Undoubtedly the zinc roofing business in this coun- 
try can most quickly and easily be established in corru- 
gated and V-crimp form, as these styles of roofing 
and siding can be rapidly and easily applied, and plant, 
farm and home furnish a large prospective market. 

The fact that considerable tonnage has already been 
marketed will lend assistance, and every sale helps 
make others in any product of merit, and particularly 
zinc, which has been rather neglected in roofing form. 

The Government is specifying corrugated zinc 
through more than one department, and the writer 
was very much pleased to see the interest shown by 
Government officials and their readiness to give proper 
consideration to this metal, when in Washington re- 
cently ; in fact, all that could be expected. 

Contractors and builders are now receiving speci- 
fications for metal entirely new to them, and it is likely 
to occur to them that it should be recommended for 
other buildings. 

Considerable effort on the part of at least two mills 
has recently been spent with the railroad engineers 
and architects. 

Some corrugated zinc has already been shipped to 
various railroads, and when they can again do some 
building there will be worthwhile results, as nearly all 
admit that it is the metal to try out at least in a good 
sized way. 

(Quite a number of coal mines are using corrugated 
zinc on boiler houses, tipples, etc. Oil properties and 
general factory construction are very promising fields, 
and a resumption of good business conditions will see 
a big sale of zinc tonnage in roofing and siding. 

The American Metal Company, at their Bartlesville, 
Oklahoma, plant, have a good sized building covered 
with corrugated zinc. The St. Louis Smelting & Re- 
fining Company, at St. Francois, Missouri, are using 
it, and all repairs and new construction at both the 
American Zine Products Company and the Fort 
Smith Spelter Company are strictly corrugated zinc. 

The Illinois Zinc Company has a zine roof which is 
32 years old, and they are using it on their own work 
as well as manufacturing zinc roofing. 

Certainly those in the zinc business should be quick 
to realize the advantages of this metal for roofing and 
siding purposes. 

At next year’s meeting of the American Zinc Insti- 
tute, reports of a big progress in sale of zinc roofing 
may be expected. 
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Otto E. Cluss Is Appointed 
Official Draftsman for Data Book. 


Otto E. Cluss, the well-known sheet metal contrac- 
tor of Saint Louis, Missouri, has been selected as the 
official draftsman for the Sheet Metal Data Book 
which is to be published by the Trade Development 
Committee of the National Association of Sheet Metal 
Contractors. 

Chairman Paul F. Brandstedt requests in this con- 
nection that all sub-committees forward at the earliest 
opportunity any drawings or sketches which they may 
have to his office, 222 John Marshall Place, Wash- 
ington, D. C., so that the work may be expedited as 
much as possible. 

Mr. Cluss will spend a considerable time in Wash- 
ington with Mr. Brandstedt to familiarize himself 
thoroughly with the methods of the Committee. 





Curfman Goes After Auto Radiator 
Repair Business Effectively. 


A very effective means of “getting your name before 
the public,” and especially before the people who are 
likely to become customer of yours, has been adopted 
by the F. L. Curfman Manufacturing Company, Mary- 
ville, Missouri, which does a big business ineauto radia- 
tor repair work. 

Mr. Curfman states that he makes a practice of hav- 
ing a boy fasten tags to the radiator caps of automobiles 
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Don’t delay having 
your leaky radiator re- 
paired until it leaks so 
bad you cannot use it. 
Have it repaired at once. 
You will find it cheaper 
in the end. : 

Don't put anti-leak in 
your radiator, thinking 
you can get by without 
soldering, you may stop 
the leak temporarily, at 
the same time you will 
be stopping more than 
the leak, and when you 
finally must have it 
soldered, which is the 
only proper way, you 
have put yourself in for 
a big repair bill and 
barred yourself from a 
guarantee which we 
could have given had we 
had the radiator before it 
was doped. 

We must have the 
Radiator off the car. 


MARYVILLE, MO. 


114 East 2nd Street, 
The best equipped shop closer than Kansas City. 


F. L. CURFMAN MANUFACTURING CO. 
CAN TAKE THAT LEAK OUT OF YOUR RADIATOR. 


Phone No. 224. 

















Figure 9. Front and Back of Advertising Tag. 


parked in the business streets of his city, the tags bear- 
ing the inscription shown in the accompanying illustra- 
tion, 7 

As every automobile owner or driver is likely some 
day to have trouble with his radiator, the tag is usually 


put in some convenient place and thus serves as a per- 
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petual reminder of the Curfman shop, with the result 
that many a job is secured which otherwise might have 
gone to some other place. 





Milwaukee Local Meets in 
Regular Monthly Session. 


With William Hammann, president of the Local, 
in the chair, the Master Sheet Metal Contractors’ As- 
sociation of Milwaukee, Wisconsin, held its regular 
monthly session Wednesday evening, August 3rd, 
with an attendance of twenty-two members. 

A comprehensive and interesting report was made 
by John Bogenberger in behalf of the Milwaukee del- 
egates to the Chicago picnic, an account of which was 
published on pages 32 and 33 of the August 6th issue 
of AMERICAN ARTISAN AND HARDWARE RECORD. 

It was moved and seconded that Paul L. Biersach 
write the Chicago Association, thanking them for their 
cordial reception and splendid time given the Milwau- 
kee delegates at their picnic. 





Trade-Mark Is Registered for 
Galvanized Sheet. 


Americam Sheet and Tin Plate Company, Pittsburgh, 

Pennsylvania, has procured United States Patent Of- 

143,974., fice registration under classification num- 

ber 14, namely, metals and metal castings 

and forgings, for the trade-mark shown 

herewith. The particular description of 

goods .to which it applies is galvanized 

STAR © sheets. Application for registration was 

ome filed February 24, 1921, and the company 

claims use of this trade-mark since November 23, 
1920. 





Michigan Safety Furnace Pipe 
Company Elects Officers. 


The continuance of the service and trustworthy 
products which the late Isaac Stearns made synony- 
mous with the name of the Michigan Safety Furnace 
Pipe Company, Detroit, Michigan, is assured by the 
new officers of the company recently elected. 

Joseph A. Stearns, son of the founder of the Michi- 
gan Safety Furnace Pipe Company, is highly talented, 
industrious, and eager to enlarge the circle of the 
Company’s patrons by giving them full values in every 
respect. 

The following letter from him indicates the read- 
justment which has been made in the personnel of the 
organization : 

To AMERICAN ARTISAN AND HARDWARE REcorRD: 

I wish to inform you of the settlement effected with 
the other stockholders of the Michigan Safety Fur- 
nace Pipe Company. A special meeting of the direc- 
tors was called on August 5th and the following offi- 
cers elected: 

President: W. A. Stearns. 

Vice-President: H. M. Baxter. 

Secretary-Treasurer: Joseph A. Stearns. 

The board of directors comprises the above officers 
and the management of the company is on a co-man- 
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agement basis between Mr. W. A. Stearns and my- 
self. 

Mr. Stearns, who has been retired from active busi- 
ness for the last 5 years, was connected with the Sef- 
ton Manufacturing Company of Chicago for 31 years, 
starting as a junior salesman and working himself up 
to the top of the list. 

Thanking you for past favors, I remain 

Yours very truly, 
JosepH A. STEARNS. 
Detroit, Michigan, August 9, 1921. 





Tinsmith and His Son Lose 
Their Lives in Lake. 


While fishing from the breakwater north of the 
Municipal Pier, Sunday, August 7th, Charles Seig, a 
tinsmith of 3655 North Sawyer Avenue, Chicago, IIli- 
nois, lost his life in an unsuccessful attempt io rescue 
his son, Harold, aged 13 years. 

The father had taken his son with him for the day’s 
fishing. When Harold fell off the breakwater, his 
father jumped in after him. 

Joseph Besefski, a friend of Seig’s daughter, Hat- 
tie, was on the breakwater at the time, and reached a 
fishing pole to the two, but the pole broke when the 
elder Seig grasped it. 

Further efforts at saving them failed; and both fa- 
ther and son were drowned. 

Mr. Seig is survived by a widow, Mrs. Albertina 
Seig, and six children. 





Fulmer-Voight Sheet Metal Company 
Buys Business of Walter G. Hadsall. 


Samuel Voight and George Fulmer have purchased 
the sheet metal business of Walter G. Hadsall, 126 
West Comstock street, Owosso, Michigan, and will 
continue the business under the style of the Fulmer- 
Voight Sheet Metal Company. 





Says He Would Be Handicapped 
Without AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Enclosed find remittance for renewal of my sub- 
scription to your journal. It would be a handicap to 
get along without it. 
Very truly yours, 
G. H. Hamp. 
——, Illinois, August 8, 1921. 





No matter whose the lips that would speak, they must 
be free and ungagged. Let us believe that the whole of 
truth can never do harm to the whole of virtue; and 
remember that, in order to get the whole of truth, you 
must allow every man right or wrong, freely to utter 
his conscience, and protect him in so doing. Entire 
unshackled freedom for every man’s life, no matter 
what his doctrine—the safety of free discussion, no 
matter how wide its range. The community which dares 
not protect its humblest and most hated member in the 
free utterance of his opinions, no matter how false or 
how hateful, is only a gang of slaves.—Wendell Ph*!- 
lips. 
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Riding on a Merry-Go-Round Is Traveling Without 


Going Anywhere; and This Applies to Business. 


Making the Same Round of Business Without Getting New 
Ideas and Breaking Out of the Circle, Results in Little Gain. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by J. C. Greenberg 
Peoria, Illinois. 


(Copyright, 1921, by J. C. Greenberg.) 


Last Sunday I went out to an amusement park just 
to kill time. 

Remember, please, killing time can be done to great 
advantage all the time if we just see things we look 
at. I mean to see with the brain. While I was 
watching the merry-go-round I saw the kiddies havy- 
ing a good time getting a ride. They were laughing 
and making merry. I hopped on a hobby horse, and 
while we were going round and round the owner came 
over to collect my ticket. I 
paid my fare and when the ] 
ride was over, | had a little 
chat with the owner. 

“Are you a_ traveling 
man?” he asked. 

“Yes, I am,” I answered. 


L 
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Why is this? Why are we not more progressive? 
Why are we as poor as we were when we first got on 
the merry-go-round of business? 

You, the reader, may have progressed, and possibly 
have a good bank account, but how about your fel- 
low craftsman? What has he done to earn the Croix 
de Guerre of business, which is profit? 

The answer is this. The sheet metal man does not 
really get good ideas that he can use in order to make 
for success. Ideas are bricks 
out of which judgments are 
made, and without the bricks 


It is the easiest thing in the = no one can build mental 
world to get into a rut—circular — structure. 
or otherwise —and to traverse a — 
familiar pathway day after day. — tellect, not muscle. Busi- 


Business is a matter of in- 


“So am I,” he ventured to = On the other hand, progressim- _ ness is made out of good 
say. “I have traveled over = plies constant change. It means = ideas, and unless you have 
five hundred thousand miles = he discarding of old methods of = good ideas, business goes to 


in my day, and I am getting 
mighty tired of it.” 

“Ts that so?” I asked in 
admiration. “Where have 
you been? You must have 


Just as the wooden stick was 


doing business in favor of better = ‘he devil. 
methods as disclosed by the de- — - 
velopment of merchandising. = us ideas, if we only stop to 


Everything about us gives 


think and analyze. Every- 
thing is a good idea. Even 


seen a great many things in — abandoned in favor of the plow = a so-called bad idea is a good 
your travels. Tell me some = and the plow was displaced by a = one because it teaches us 


of the things you have seen.” 

“Oh—” he said wearily, 
“T have not really been any- 
where to speak of. You see ful plans. 
I own this merry-go-round, 
and have been my own tick- 
et taker for twenty years, 
and all the traveling I have 
done was on this very mer- 
ry-go-round.” Then he _ Sillltinyqgiannui 
laughed at the supposed 
joke, and right there we parted company. 

[ thought of this man all day. Poor fellow! All of 
his life he had traveled in a citcle. All of his life he 
has listened to the same old tune that the organ played, 
and all he has seen was the wooden horses. 

The smiles of the kiddies have long ago been lost 
in the sameness of the monotony of his business. Trav- 
eling all day for twenty years and getting nowhere. 
It really gave me the blues only to imagine it. Poor 
fellow. The same grind all day, all week, all year. 
No wonder he was only a ticket-taker in reality. 
Eventually I thought of the sheet metal man who for 
twenty years has traveled round and round from shop 
to home, and from home to shop. Traveling round 
and round in a circle and getting nowhere. 


machine-driven improvement, so 
old devices are ever giving way = Our trade magazines are 
to better schemes and more gain- 


By closely studying the pages — 
= of your trade journal you will = and the outer world. We 
- find new ideas to keep youfrom — fe 
- running in the same groove. = knowledge. There are no 


what not to do. 

the best ideas we can have. 
They are the medium of in- 
tercourse between ourselves 


must read in order to gain 


two ways about it. 


FTL ME It is just like the man 


who, on his return from 
Florida, brought with him a large ostrich egg. 

lor a long time he kept the egg in his house to show 
his friends. But one day his good wife became sus- 
picious of the egg and took it out into the back yard. 
It had not been there long, when the rooster saw it. 

At once he hopped on top of the egg, began to crow, 
and flap his wings. 

The hens came round to see what all the excitement 
was about, and when they were all standing round the 
egg, the rooster spoke up and said: 

“Ladies, I am proud. of you. You have all been 
true and faithful wives, and our family is happy. But 
this morning I am sorely disappointed. I begin to see 
where you are all falling down on the job.” 

“Pray, tell us where we are at fault,” said the old- 
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est and wisest hen. 

“Where are you at fault?’ crowed the rooster in 
righteous indignation, “Just look at the eggs they lay 
in Florida, will you?” 

The poor disappointed hens bowed their heads, and 
walked away in sorrow. 

If you do not read your trade magazines, you can 
never know the big things that are being done all over 
the great U. S. A. You have no ideas from the out- 
side world which will make the bricks out of which 
success is made. Reading makes for knowledge, and 
knowledge is the greatest power on earth. 

Just think of the merry-go-round man, and you will 
see that you are just as he is. Just going round in a 
ring and getting nowhere. Look at the rooster who 
was sorely disappointed when he saw the great ostrich 
egg... 

It is alike with the narrow-minded human being. 

Get next to the world of sheet metal work. 

Get next to the great things that are before you. 

Don’t miss out by traveling round in a ring and get- 
ting nowhere. Take this to bed with you and dream 
over it. It will do you a lot of good. 





‘ 


Begins Erection of Big Steel 
Products Warehouse. 


Work has been started on the erection of a big steel 
products warehouse at Blackhawk and North Branch 
Streets, Chicago, Illinois, for A. M. Castle & Com- 
pany. 

The building is to measure 211 by 232 feet and will 
be made of steel. with pressed brick facings, walls, 
steel sash, concrete floors, and cement tile roofing. 

The west end of 75 feet will be two stories high, 
office space of 75x211 being provided on the second 
floor. 

The principal building will be used for the storage 
of sheets, tubes, cold rolled shafting, rivets, bolts, and 
boiler accessories. 

Four electric traveling cranes with entrances from 
the street for trucks under each crane are to be pro- 
vided. 





Notes and Queries. 
“Advance” Lawn Mower. 
From Peoples’ Hardware Company, Clinton, Missouri. 
Please advise where we can secure repairs for the 
“Advance” lawn mower. 
Ans.—The American Lawn Mower Company, Mun- 


cie, Indiana. 
“Paragon” Furnace. 


From West Side Furnace Shop, 510 West Seventh Street, 
Sioux City, Iowa. 

Can you tell us who makes the “Paragon” furnace? 

Ans.—Isaac A. Sheppard and Company, Land Ti- 
tle Building, Philadelphia, Pennsylvania. 

Iceless Refrigerator. 

From Albert Henry, Nebraska City, Nebraska. 

Kindly inform me who makes an iceless refrigera- 
tor which operates by means of lowering the food con- 
tainer down into a cistern or well, below the water 


level. 
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Ans.—Sedgwick Machine Works, 165 West 15th 
Street, New York City. 

Pressed Steel Products. 
From O. H. Voight, Round Rock, Texas. 

Kindly inform us who manufactures pressed steel 
products. 

Ans.—-Geuder, Paeschke and Frey Company, 1314 
St. Paul Avenue, Milwaukee, Wisconsin; Detroit 
Pressed Steel Company, 180 Mt. Elliott Avenue, De- 
troit, Michigan; W. W. Wilcox Company, 1735 Armi- 
tage Avenue, Chicago, Illinois. 

Zinc Gutters and Down Spout. 


From Lincoln Radiator Repair Shop, 211 South. Kickapoo 
Street, Lincoln, Illinois. 


Will you please advise us who make zinc gutter and 
down spout? 

Ans.—The American Zinc Products Company, 269 
American Avenue, Greencastle, Indiana; David Lup- 
ton’s Sons Company, Allegheny Avenue and Tulip 
Street, Philadelphia, Pennsylvania. 

Ice Skate Sharpeners. 


From Lincoln Radiator Repair Shop, 211 South Kickapoo 
Street, Lincoln, Illinois. 


Who makes machinery for sharpening ice skates ? 

Ans.—Joseph T. Ryerson and Son, 2558 West 16th 
Street, Chicago, Illinois; Casement Hardware Com- 
pany, 9 South Clinton Street, Chicago, Illinois ; Luther 
Grinder Manufacturing Company, 285 South Water 
Street, Milwaukee, Wisconsin; and Osborn Manufac- 
turing Company, 5401 East Hamilton, Cleveland, 
Ohio. 

Cast Iron Castings. 
From O. H. Voight, Round Rock, Texas. 

Please let me know who manufactures cast iron cast- 
ings. ; 

Ans.—The Fanner Manufacturing Company, Brook- 
side Park, Cleveland, Ohio; Farrar and Trefts, In- 
corporated, Perry and Illinois Streets, Buffalo, New 
York; The Long and Alstatter Company, Hamilton, 
Ohio; and Vassar Foundry Company, Vassar, Michi- 
gan. 

Florence Hot Blast Stove. 
From E. E. Philpott, 205 West Center Street, Warsaw, In- 
diana. 

Kindly advise the present address of the people who 


manufacture the Florence Hot Blast Stove. 

Ans.—Utility Stove & Range Company, 216 Board 
of Trade Building, Indianapolis, Indiana. 

Asbestos Rope. 

From Milton L. Kistler, Morenci, Michigan. 

Kindly inform me who manufactures twisted or 
braided asbestos rope from ¥% inch to 7 inch thick. 

Ans.—Mikesell Brothers Company, 156 North La- 
Salle Street, Chicago; Asbestos Products Company, 
220 South State Street, Chicago. 

Rotary Rock Crusher. 

From Dooley Hardware Company, Rockville, Indiana. 

Kindly advise us of the name of the manufacturers 
of the Rotary Rock Crusher. 

Ans.—Butterworth & Lowe, Grand Rapids, Michi- 


gan. 





An Article is of Value only in Proportion to its 
Ability to give Service. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,383,088. Handle and Latch Operating Deyice. 
William K. Earle, Ocean Park, Calif., assignor to 
Earle Hardware Manufacturing Co., a corporation of 
California. Filed Apr. 7, 1920. 

1,383,091. Grinder for Lawn Mowers. George W. 
Fernside, Hartford, Conn. Filed Mar. 21, 1919. 

1,383,109. Range. William S. Hadaway, Jr., New 
Rochelle, N. Y. Filed Aug. 1, 1917. 

1,383,112. Jar-Holder. Maynard N. Hanson, Lit- 
tle Rock, Ark. Filed Dec. 9, 1919. 


1,383,113. Lock. Alford Hardin, Murray, Ohio. 
Filed Nov. 25, 1919. 
1,383,123. Wrench. Robert Henry Jones, Ran- 


dolph, Nebr. Filed Feb. 28, 1921. 

1,383,178. Tractor Lawn-Cutter. William E. Vo- 
ges, St. Louis, Mo. Filed Feb. 2, 1920. 

1,383,182. Reinforced Bow for Rakes. George E. 
Alexander and Ralph W. Alexander, Newport, N. H. 
Filed July 31, 1918. 

1,383,209. Coupling. William Carl Iftiger, Watts, 
Calif. Filed July 30, 1919. 

1,383,213. Cooking-Stove. Theodore Kaufer, New 
York, N. Y., assignor to Kaufer Manufacturing Com- 
pany, Inc., New York, N. Y. Filed June 18, Ig19. 
Renewed Dec. 4, 1920. 

1,383,215. Jar-Closure. 
Mass. Filed Mar. 7, 1919. 

1,383,230. Hinge. Charles G. Murphy, Trafford, 
Pa. Filed Aug. 28, 1920. 

1,383,265. Can-Cover Lifter. Edward B. Birken- 
beuel, Portland, Oreg. Filed Nov. 29, 1920. 


Soston, 


John L. Kivlan, 



































1,383.299. Compound Tool Rest and Holder for 


Laths. William S. Gooding, Chicago, Ill. Filed Mar. 
15, 1920. 
1,383,429. Screwdriver. Frederic William Russell, 


Redditch, England. Filed Aug. 29, 1919. 

1,383,445. Broom. Stephen G. Wilson, Philadel- 
phia, Pa. Filed July 20, 1918. 

1,383,471. Washing-Machine. Chester Alfred Lin- 
ton, Kansas City, Mo. Filed Dec. 20, 1919, Serial No. 
349,334. Renewed Dec. 13, 1920. 

1,383,506. Heater Attachment for Grates and 
Stoves. Charlie Westerlund, Birmingham, Ala., as- 
signor of one-third to F. W. Bostrom, Chicago, III. 
Filed June 10, 1919. 


1,383,516. Safety-Razor. Columbus A. Benton, 
Houston, Tex. Filed Mar. 10, 1920. 
1,383,546. Spinner Fish-Lure. Edward S. Knowles, 


San Francisco, Calif.; by decree of distribution of 
estate of said Edward S. Knowles, deceased, to Min- 
nie E. Knowles. Filed Aug. 9, 1919. 

1,383,547. Relieving Attachment for Clogged Wa- 
ter-Conductors, Drain-Spouts, etc. Arthur R. Kon- 
salik, Philadelphia, Pa. Filed Jan. 31, 1919. 

1,383,562. Lock. Oliver M. Paddleford, Los An- 
geles, Calif. Filed Mar. 22, 1920. 

1,383,627. Safety-Razor-Blade Holder. Herman 
\V. Higley, New York, N. Y., assignor of one-half to 
Carl H. Fowler, New York, N. Y. Filed Feb. 2, 1921. 

1,383,672. Wrench. Christos A. Stolakiss, Boston, 
Mass. 


Filed Dec. 14, 1920. 
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Weekly Report 


General Conditions in the Steer Industry. 





of the Markets 


Review of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





RENEWED ACTIVITY IN STEEL 
IS PREDICTED. 


Although there has been a decrease of 287,544 tons 
in the unfilled orders of the United States Steel Cor- 
poration, according to the July report just issued, this 
was rather less than had been generally anticipated, 
being the smallest monthly decrease since the decline 
began in July, 1920, and comparing with decreases of 
364,000 tons in June and 649,000 tons in March. 

While there was some slackening in demand from 
the railroads during the week, business in this quarter 
is by no means dead and it is the general opinion that 
the railway companies will during the next few 
months carry out an extensive program of repairs. 

In addition to this, if the refunding plan of Presi- 
dent Harding is carried out, it will make possible the 
buying of much needed equipment by the carriers. 

During July, orders were placed for repairs on 9,- 
500 cars and inquiries made for prices on repairs to 
11,450 cars, and other contracts pending will. greatly 
increase these figures. 

On July 15, the bad order cars of the railroads num- 
bered 365,000, which constitutes a large potential de- 
mand. 

Orders for new equipment in July amounted to only 
775 freight and 10 passenger cars from domestic roads 
and 960 freight cars from abroad. 

At present the D., L. & W. is in the market for 7 
electric locomotives ; the Sorocabana Railroad of Bra- 
zil for 50 stock cars; the Alabama, Tennessee and 
Northern for 200 freight cars; the Kansas, Oklahoma 
and Gulf for 400 gondolas and 100 steel frame bodies ; 
the Sao Paulo-Rio Grande of Brazil for 24 cars, and 
the Santa Fe for 20 dining cars. The Mather Horse 
and Stock Car Company is inquiring for 500 steel 
underframes and the New York Central has placed a 
contract with the Youngstown Steel Car Company for 
repairs to 500 gondolas for the Pittsburgh and Lake 


Erie. 
Steel ; 


The feature of the week was the official admission 
by the leading interest that it was meeting lower prices 
of the leading independents, which meant reductions 
of from $3 to $10 a ton from the schedule published 
by the corporation July 5. 

The leading interest had been shading this price 


* list right along in letters to its customers, but this was 


the first public announcement of the open market 
policy which it had adopted months ago. Even the 
prices at which the corporation admitted quoting on 
plates, shapes, bars and sheets early in the week have 
been reduced since both by it and the independents. 

That this policy is bringing in more business is evi- 
denced by the increase in mill operation, which showed 
another gain during the week. 


That this competition is ruinous to both the leading 
interest and the independents is evidenced by the fact 
that both are operating at a loss. 


This presages still lower wages and a cut in freight 
rates in the near future, especially if this competition 
is to continue. 


Copper. 

Statistically, there is but little change in the copper 
situation. Although output of United States smelters 
and importations of blister copper are relatively light, 
production of refined copper is fully equal to domestic 
and foreign requirements but as a result, stocks of 
blister copper are being reduced. This in itself is en- 
couraging. 

There has been a more active competition for busi- 
ness among the producers, and conditions in the copper 
market lately have not been unlike those prevailing 
in the steel industry, where fixed selling prices have 
been abandoned and open markets established. 


Not all of the producers have been meeting the price 
cutting of their competitors but nevertheless the ma- 
jority have followed the market down. 

Germany and Japan have continued the principal 
foreign buyers, but the lower price may be expected 
to improve the demand from England and France. 

An English report recently said that Europe either 
will not, or can not, pay more than a certain price for 
copper and when that level is passed the demand for 
new metal falls off and the demand for old metal in- 
creases. 

It has developed that the recent reduction in ocean 
freight rates to Havre and Hamburg was due to the 
fact that copper exporters were chartering ships and 
transporting the metal to Europe for $6 and $7 a ton, 
or $2 under the regular schedules. 

It is stated that American copper can now be laid 
down at Havre and Hamburg as cheaply as it can be 
delivered to domestic consumers not located immedi- 
ately on the Atlantic seaboard. 

Sheet copper, mill base, has declined 1% cent per 
pound in the Chicago market, the price now being 
1934 cents per pound. 

Tin. 

It is estimated the consumers’ stocks of tin are 
diminishing but the lack of buying interest shows that 
under the present limited operations there is no oc- 
casion to start replenishing. 

Naturally a little business is being done all the time, 
but considering the low price a better demand might 
have been expected. 

The tendency of the market has continued down- 
wards, the losses having more than offset the gains, 
and the price of Straits this week declined tg a new 
low level. Irrespective of what American operators 


may think of the metal the price in our market is 
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governed by the London quotations and sterling ex- 
change, and the fluctuations in both cases have often 
been contrary to local expectations. 


Solder. 


Chicago prices of solder have advanced 10 points 
during the week, making the quotations now in effect, 
as follows: Warranted, 50-50, per hundred pounds, 
$20.00; Commercial, 45-55, per hundred pounds, 
$18.50; and Plumbers’, per hundred pounds, $17.25. 


Lead. 


The price of lead hardly moved during the past 
month and the quotation of the largest producer has 
remained the same since June 22nd, so it may be be- 
lieved that a fairly even balance between supply and 
demand has been established. 

The buying interest some weeks has been very small 
but there was no increase in the offerings by outsiders, 
and the producers, evidently feeling that the situation 
was secure, have made no effort to force business, 
July may have witnessed some accumulation of stocks 
at the producing works, which are not large enough 
to cause any uneasiness. 

Judging by pre-war standards, lead is not as cheap 
as some of the other metals, but it is in a far better 
position and hence maintains a better comparative 
value. 


Zinc. 

The flurry in demand from galvanizers has appar- 
ently subsided. Joplin advices state that zinc ore pro- 
ducers admit that production is in excess of demand, 
but say they must continue as a matter of humanity 
to their employes, who would have no means of liveli- 
hood otherwise. 

The brass mills have not been in the market to any 
extent all this year, and as they are known to be 
carrying large stocks of both new and old material 
and as their operations are confined, on an average, to 
only two or three days a week, the prospects of de- 
mand from this quarter are still not good. 

The stocks of zinc in smelters’ hands are large, but 
they have been strongly held through the period of 
depression and it is not likely that the holders would 
attempt to liquidate them under present conditions. 

The possibilities of an advance are stronger than 
the probability of a further decline for all signs point 
to a gradually improving condition of consumption, 
and moreover there is a limit to the price that sellers 
will accept. 


Sheets. 


There has not been much further increase in demand 
for sheets in the past week, but there has been some, 
and there had been such a gain in previous weeks that 
the sheet market easily stands out as the best furnished 
by any of the regular finished steel products. As to 
individual tonnages, easily the heaviest demand is for 
box car roofs. Next comes the automobile industry, 
which is taking sheets in fair sized lots. The metal 
lath producers are ordering in individual lots of con- 
siderable size. Practically all the remaining demand is 
in single carload lots. 

In the Chicago market a decline of 25 cents per 
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hundred pounds has taken place in the price of one 
pass cold rolled black sheets. 


Tin Plate. 

Production of tin plate remains approximately as 
formerly, between 20 and 25 per cent of capacity, and 
this is the percentage equally of the independents and 
the leading interest. The latter is operating more 
than 25 per cent of its “tin” mills but the extra opera- 
tion is due to the rolling of tin mill black for special 
purposes. 

Demand for tin plate is chiefly against old contracts 
and is in about the same total as for two or three 
weeks past. 

There is little demand now against the canning crops 
and hardly anything more is expected from that 
quarter. There is a moderate demand from the milk 
and tobacco trades, while the oil trade is taking a little. 

Chicago prices of first quality bright tin plates have 
declined considerably. The new quotations will be 
found on the page next to this of the present issue of 
AMERICAN ARTISAN AND HARDWARE Recorp. Coke 
plates have also decreased in price and the revised 
quotations are published on the same page. 


Old Metals. 


Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $12.00 to $12.50; old iron axles, $17.00 to 
$18.00; steel springs, $11.00 to $11.50; No. I wrought 
iron, $9.00 to $9.50; No. 1 cast, $12.00 to $12.50; all 
per net tons. Prices for non-ferrous metals are quot- 
ed as follows, per pound: Light copper, 6 cents; light 
brass, 3.50 cents; lead, 2 cents}; zinc, 1.50 cents; cast 
aluminum, 8% cents. 


Pig Iron. 

Foundries have reported a real increase in demand 
that has caught many without stocks although some are 
comfortably well off in this direction. 

Lower prices than the $19 base for iron are heard 
in Birmingham although there is: general resistance 
to further cuts in most districts throughout the coun- 
try. 

It is a pleasure to write a market letter that has a 
touch of optimism, says the Matthew Addy Company, 
Cincinnati, Ohio. We try always truthfully to reflect 
market conditions and for the past several months a 
market letter has been a painful task. Today things 
are different. In all parts of the country we find indi- 
cations of improvement. From the White House 
comes an official statement with a note of confidence 
that conditions are already improving and will con- 
tinue in the right direction from now on. It points 
out that generally excellent agricultural production is 
assured for the season, and calls attention to the work 
already accomplished which has resulted in the Federal 
Reserve Banks having reduced their discount rates. 
Judge Gary’s reassuring remarks on present conditions 
reflect the views of keen observers and careful students 
who now contend that the bottom has undoubtedly been 
reached and that from now on, while the recovery 
may be slow, we are on the upward grade and pro- 
duction will increase. There is little likelihood of there 
being any startling change. 
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per 100 









































Less than cask lots. 


COPPER. 


Cut coils.... 


Pig tin 
Bar tin 


eee eee eee ee eee 


eee eee ee | 


METALS 

P1G TRON. 
Chicago Foundry........--- $18 70 
Southern Fdy. No. 2....... 26 67 
Lake Sup. Charcoal.......- 36 00 


Malleable .......+.+++. $19 70-20 70 
TY BRIGHT 
FIRST ON PLATES. 
Per Box 
Ic 14x20 112 sheets $11 25 
IX L4EBO.. co ccccees 12 25 
IxXX 14K20....-cccees 13 80 
IXXX a ene 15 15 
IxxxX 14x20.....--+0-- 16 60 
Ic S038... cc cccees 22 50 
IX SOESS. . cc ccccees 24 50 
IxX BOEBE.. cc cceeeee 27 60 
IxXXX SORES... ccccess 30 30 
IXXXX ee 33 20 
COKE PLATES 
Cokes, 180 Ibs.... 20x28 $13 40 
Cokes, 200 lbs.... 20x28 13 70 
Cokes, 214 lbs....IC 20x28 14 05 
Cokes, 270 Ibs....IX 20x28 16 25 


BLUE ANNEALED SHEETS. 
Ibs. $3 60 


ONE PASS COLD ROLLED 
BLACK. 


No. 18-20....... per 100 Ibs. $4 45 
No. 22-24.......- per 100 Ibs. 4 50 
ee eee per 100 lbs. 4 55 
WG: Bee icssevusd per 100 lbs. 4 60 
ere per 100 lbs. 4 65 
No. 29. per 100 Ibs. 4 75 
GALVANIZED. 
No. 16.........per 100 Ibs. $4 90 
No. 18-20......per 100 Ibs. 5 25 
No. 22-24...... per 100 Ibs. 5 20 
ere per 100 Ibs. 5 35 
Me. BT .ccaceeoss per 100 Ibs. 5 50 
TA. DR cccccsnd per 100 Ibs. 5 65 
Me. B.cccecses per 100 Ibs. 6 15 
BAR SOLDER. 
Warranted, 
oo re per 100 Ibs. $20 00 
Commercial 
GERB6.. ..ccce per 100 Ibs. 18 50 
Plumber’s...... per 100 Ibs. 17 25 
ZINC. 
rer re eT $4 65 
SHEET ZING. 
Cache 1008 ..ccccccccccccccccccne® 


---11%-11%¢e 


Copper Sheet, mill base...$0 19% 
LEAD. 

Amperteem FAS .ccccscccces --$4 70 

Me? sbedancaeatercese ee code 5 45 

Sheet. 


Full coils.....per 100 lbs. $7 75 
-per 100 Ibs. 8 06 





Shells, 


Smoke 


Smoke 


Powder. 


Hercules 


Hercules 
drums 


Hercules 
drums 


Hercules 
lible,”’ 


Hercules 


Hercules 


Hercules 


Paper up 


sq. 


Boring 


Hollow. 


Post Hol 


Ship. 
Ford’s 








Brad. 


Patent 


Peg. 





Leaded, 


Loaded witn Black Powder, 18% 
Smokeless 


Loaded 
Powder 


New Club 


DuPont's 


canisters 
canisters 


canisters 


Millboard 3/32 to %. 


Corrugated Paper (250 
8 Seer $6.50 per 106 Ibs. 


Rollboard «lle per Ib. 


Carpenter’s Nut 


Bonney’ 


Common 


Shouldered 
Patented 


HARDWARE 


Coopers’, 
Barton’s 
White’s 


eereee 


AMMUNITION. 
Peters. 


with 


ereseree eee 


Winchester. 


less Repeater Grade, 
10 & 


ee ee 


less Leader Grade, 
0 & 


Gun Wads—per 1000. 
Winchester 7-8 gauge 


9-10 gauge 
11-28 gauge 


Each 
Subeate Sporting, kegs. .$11 25 


% kegs 
Canisters, 1-lb. 
kegs... ° 


% kegs 

canisters 

“E.C.,” kegs... 
“Infallible,” 25-can 


“Infallible,” 10-can 
“E.C.” and “Infal- 
canisters.. 


W. A. 30 Cal, Rifle, 


Sharpshooter oe 


Bullseye Revetver, 


ee ee ee 


ASBESTOS. 
to 1/16.. 


AUGERS, 
Machine 


e. 


Iwan’s Post Hole and Well...30% 
Vaughan’s, 4 to 9 in 


per ‘doz. $1 


eee eee eee eee eee ee ey 


AWLS. 


No. 3 Handled...per doz. $0 
No. 1050 Handled 
Patent asst’d, 1 to 4 





10 & 4% 


10&7%% 
10&7% % 
10&7%% 


10c per Ib. 
-10%c per Ib. 


per doz. $30 00 


4% 


4% 


3 10 


56 
00 


76 
0° 
50 


5 
1 


00 
00 
00 
25 
25 


4 00 


-Net 


65 
40 
85 


1 


—_ 


Scratch, 
No. IS, socket 
Handled ..... per doz. $ 2 60 
No. 344 Goodell- 
Poems, Te GR. «cseses 35-40% 


No, 7 Stanley...per doz. $ 2 25 


AXES. 


First Quality, Single 
Bitted, 3 to 4 lb., per doz. 

First Quality Double 
Bitted . ..per doz. 


14 50 


20 


BAGS, PAPER, NAIL. 


Pounds . 10 16 20 
Per 1000..$5 00 6 50 750 9 


26 
00 


BALANCES, SPRING. 


Sight Spring 
Straight 


ee ey 


WRECKING. 


BARS, 


er 
ee 
eeereee 


BASKETS. 
Clothes. 
Small Willow...per doz. 
Medium Willow. ” 
Large Willow... 


$15 00 
17 0¢ 


20 00 


1% bu. 
$18 72 


1 bu. 
$16 08 


Galvanized. 


BEATERS. 
Carpet. Per doz. 


No. 7 Tinned Spring Wire. .$1 10 


No. 8 Spring Wire Cop- 
SD -sntenbe< ces esennn® 60 
ee. een 1 765 
Egg. Per doz 
No. 50 Imp. Dover........ $1 10 
No. 102 7 Tinned 1 35 
No. 150 “ ” hotel 2 10 
No. 10 Genny eons tinned 2 10 
Nu. 13 - 3 30 
No. le - = 5 3 60 
No. 18 ” = _ 4 60 
Hand, 
8 9 10 12 


Per doz.$11 50 13 00 14 75 18 00 


Moulders’. 
SPN. wareeucee Per doz. 20 00 
BELLS. 
Call. 


BEVELS, TEE. 
Stanley’s Rosewood handle, new 


list ae ey Oe nee Nets 
Stanley iron handle.......... Nets 
BINDING CLOTH 
Ce er ee 55% 
BRED ccccvccccsses ° 40% 
Brass, plated................60% 
BITS. 
Auer. 
Jennings Pattern..........Net 
Ford Car.........List plus 5% 
Ford’s Ship...... “ “ 6% 
TPWin 2. ccccccccccccscc0c88% 
Russell Jennings......plua 20% 
Clark’s Expansive........88%% 
Steer’s “ Small list, $22 00. .5% 
2 “ Large “ $26 00..5% 
Irwin Car....ce-ccsscceee 35% 
Ford’s Ship Auger pattern 
Car ............List plus 6% 
Center (ieddeademietaseas 10% 
Countersink. 
No. 18 Wheeler’s..per oe. $2 25 
No. 20 - ee 3 00 
American Snailhead “ 1 16 
* Rese ... “™ 2 00 
i Piet .cce  ®* 1 40 
Mahew’s Flat .... “ 1 60 
- Snail ... “ 1 90 
Dowel. 
Russe] Jennings......plus 20% 
Gtmlet. 
Standard Double Cut @rogs $8 4¢ 
Nail Metal Single 
Cut ......Gross $4 00—$5 00 
Reamer. 


Standard Square.....Dos. $2 60 








3-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 5¢@ 


Cow. 
DD cccanceeeineiaene 30% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Capper Bell, 
SG  6.0h408606460088 8 00 
3 -in. Nickeled Steel Bell 6 00 


3%-in. Nickeled Steel Bell 6 50 


American Octagon... “ 3 60 

Screw Driver. 

Me. 1 COMEBOR.cccccccccee 6D 
No. 26 Stanley......ceses 76 
BLADES, SAW. 

Wood. 

Atkins 30-in. 
ey 6 40 26 
$8 90 $9 45 $65 40 
Disston 30-in. 
We. séecesael 66 26 
$9 46 $10 05 $9 46 
BLOCKS. 

Co ee cccccccc eo 
Patent pine ee enemies + -30% 
BOARDS. 

Stove. Per doz. 
24x24 ccseceescoscsee Oe 
26x26 osee ee 
28x28 Secceceesoucese 18 86 
30x30 éeecee coseee SD 
33x33 ee rere fore - 26 60 
36x36 asain akc poianes 30 60 

Wash. 

No. 760, Banner Globe 

(single) ..... .-per doz. $6 36 
No. 652, Banner Globe 

(single) ..... .--per doz. 6 75 


No. 801, Brass King, per dos. 8 36 
No. 860, Single—Plain 


Pump 6 265 


eee eee ee eee nee 


BOLTS. 
Carriage, Machine, etc. 








75 


Hand. 
Hand Bell polished List plus 15% 
White Metal...... = 15% 
Nickel Plated..... i 5% 
POND scccccsceves - 10% 
Miscellaneous. 
Church and School, steel 
GE nee ceescspeencecs 30° 
Farm, Ibs.. 40 50 75 100 
Each ..$3 900 375 5 50 7 26 





Carriage, cut thread, % x6 
and sizes smaller and 
OE ee errr 60% 
Carriage sizes targer and 
longer than %x6...... 50-10% 
Machine, “%x4 and sizer 
smaller and shorter....60-5% 
Machine. sizes larger «nc 
longer than %x4....50-10-5% 
SS. svcckcawias eed eee 70-5% 
SD dcanseeavesnse sews 50-10-5% 
Mortise, Door. 
Gem, iron..........- baeaeu's 6% 
Gem, bronze plated....... b% 
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Barrel. 
Cast sccce ecccccece eesecee Net 
WeOEGRS ccccccccccoccccees ™ 
Wrought, bronzed..... cones ™ 
Flush. 
a Se na 
Spring. 
WHORGE ccccccccccsesecces ™ 
Wrought, heavy eonned — 
Square. 
aa eeoee ™ 
—— 
Mail, No... 4 10 
Per oon. "$18 a $23 00 29 00 
Mitre. 
Stanley’s....... +++e-Net Prices 


Stearns, No. 2...per doz. $48 00 


BRACES, RATCHET. 
Goodelt- Pratt No. 408 ......$4 60 


~ Be: GE oseces 4 80 

" 7 Fe. Ge access 5 00 

¥. &2 BR Be 666 8 Micceces 4 65 
Vv. & B. Ne. 888 8 ta..ccce 4 30 
Vv. @ B. Ner 383 8 tm..cccs 4 00 
¥. &@ BD Be. 888 8 Ghecccce 3 50 
% @& Hm Oe FS 8 Biv as oa 3 05 


BURRS, RIVETING. 
Copper Burrs only..25% above list 


Tinners’ Iron Burrs only..... 30% 
BUTTS. 
CE: TE. neces cence sosacnns 71%% 
Wrought Bronze, No. 175 AC 
PEE tes écewededeceewaxeus $1 75 
Steel, Bright, Narrow 15-7%-5% 
steel, Japanned, Narrow 
$6 04206605. bunOENe 60008 List+65% 
CALIPERS 
ee Net 
Inside and Outside........... ™ 
MEN. oss) sheers vemeeeee sees = 
CALKS, 
foe. 
Blunt and medium, 1 prong, 
OOF Bee Ms éevecencsces $6 20 
Sharp, 1 prong, per 100 Ibs. 6 70 
CANS. 
Milk. 
Ohio. 
Gals. . 5 8 10 
Each $3 65 $4 45 $4 70 
Gem 
ee 5 & 10 
Each $3 85 $4 95 $5 20 
Jersey or Holstein. 
Pe oct wns 5 x 10 
Each $415 $5 60 $5 90 


CAN OPENERS. 
See Openers. 


CARRIERS. 
Hays. 
Diamond, Regular...each, Nets 
Diamond, Sling..... a 


CARTRIDGES. 
See Ammunition. 


CASTERS. 
Standard—Ball Bearing, 

Pe err eT eT ree 50&10% 
GD cst encccucesacsctusseneed 40% 
Common Plate. 

Brass Wheel ...... coceese el 5% 

Iron and porcelain beinaerians 

new list........ eocceccece 

oo Plate, new 
dc beeheoncnecescoun - -50% 
enue Dy iessuenuecasnses - 40% 


CATCHERS, GRASS. 
No. 1690S, per doz.......... $12 25 
No. 1658, ” 


| CEMENT, FURNACE. 
American Seal, 5 lb. cans, net $ 46 
10 lb. cans, 90 
- “ 25 lb.cans, “ 1 87 
Asbestos, 6 lb. cans.... 45 
Pecora, 5 lb. cans.. = 45 
“= 10 lb. cans.... “ 90 
” 25 lb. cans.... “ 1 87 

CHAINS. 
Breast Chains, 

With Slide...... doz. pairs, 5 560 
Without Slide.... - 5 06 
Doubleslack...... 7 9 35 
With Covert Snaps - 6 38 


Picture Chains. 
Light Brass, 3 ft. per doz. 1 25 
17 


Heavy Brass, 3 ft. 
Sash Chain, (Morton's) 
Steel, per 100 ft. 
© aétevetekesdceesecseuas $2 60 
BD: becncdeuceseekesesenesee 3 10 
S dees scb yas ce eneseesenes 3 60 
Champion Metal 
OTE ccteesccoscccess ere 5 40 
Dl tnbb06eetGekesweamees’ 5 60 
DEE. skceutenunéeeeasentande 7 76 
Champion Metal.—Extra Heavy. 
BEE shacwnesasueesueeawss $9 60 
Cable Sash Chains. 

MOOG. ccnesés List Net Plus 15% 
CHALK, CARPENTERS’. 
BOND ccccesconecese per gro. $1 40 
PE secénceesensces - 1 40 
eee re - 1 26 

Common White School 
SGD sc acheccese as 25c 
CHIMNEY TOPS. 
Pe CRD cc cwecccus per bag $1 70 
CHECKS, DOOR 
EE: ck ansdnskens oias Net List 
DO kas ec ccucsnuneseanes 20% 
CHISELS. 
Cold. 


Good quality, % in., each $0 44 
“ % in., ry 0 28 


Diamend Point. 
7. & B. Me. 26, BH BMoeeccecose 0 23 
Vv. & B. No, 15, % Im........ 0 48 


FIRMER BEVELLED. 


Quilt Frame, 
No. 30 Ball and Socket, 
2%” head....per gross $13 00 


No. 60 Ball and Socket, 
3%” head....per gross 14 60 


Hose. 
Sherman’s, brass, %”, per 
GOB, cccccesscces eee .80 45 


Double, brass %”, per eee. 1 20 


Saw Filers, 
Wentworth’s, No. 1, $13 Aw N®. 
2, $18 25; No. 3, $16 2 


CLAWS, TACK. 
Wood hdl. No. 10..per doz. $0 ¥5 


Forged steel, wood hdl. “ 1 75 
Solid steel .........6. = 2 40 
MS accesses scvceses > = 60 
CLEANERS. 
Drain. 
Iwan’s Adjustable......... 25% 
Iwan’s Stationary....... -- -80% 
Pot. 
WD: vaxencecened per doz. $0 76 
CLEAVERS. 
Family. 
—" 
eee 9 10 
on doz. $27 00 29 00 33 00 36 00 
CLEVISES. 
Walleable ...ccccccecccsess 10c Ib. 
CLIPPERS. 
PE: ccccendnasncésas $2 25 & 6 00 
CLIPS. 
Se. ctccaecesseuneoeseuss 65 @ 5% 
Dumper. 
Standard .per doz. 70c 
TUG sestéeccesesee - 38c 
BERERD ccccccececccece a 60c 
COLLARS, STOVE PIPE. 
Lacquered, 
Inches 6 6 7 
Fancy pattern, 
per duz -. 80C &85c $1 15 
COMPASSES. 
RONCMETW nccccccscoceesess 15% 








~— gong $4 46 COPPERS—Soldering. 
Sy e_Se.....--- 4 9S Pointed Roofing. 
4: ” we 86s a heseene 10 156 in and neavier....per ib. = 
” ~ 8 <“éeeoees 17 15/2 — Serer rrr Te 38« 
2%. » * 86labkeoues Pe WN, Micccksdceceeneens -« Bic 
Me BD ccecccecsesscees - 40c 
Round Nose. case wees keanee ai 43c 
V. & B. No. 65, % in....... Q 33 
V. & B. No. 65, % In....... 0 44 CORD 
Picture. 
SOCKET FIRMER. White Wire ........--- 0 & 5% 
Berg’s (Swedish). Sash. 
%- inch, per doz. wasn $11 95 Sampson Spot. No. 7, ‘per 
ae ee 16 76 GOR,  cewscess Pee 
1%. ” - 6a eeeee 23 : 
» = wr TT TTT TL 5 
‘ ‘ COTTERs. SPRING. 
Cape. Te Ore .-87%% 
Vv. ry B. No. 60, % in...... 0 29 
V. & B. No. 60, % in...... 0 64 COUPLINGS. HOSE. 
d . 5 
CHUCKS, DRILL. BrOGS cccccces per doz. $2 2 
Goodell’s, for Goodell’s Screw : : ‘ 
Drivers ........List less 35-40% CRADI.Es, GRAIN. 
Yankee, for Yankee Screw Morgan’s Grapevine per doz. $45 00 
bes eeseesoeces ..$6 06 
ae CUTTERS. 
Glass, 
CHURNS. Ww ie co+sercee sem 
Anti-Bent Wood, . a cotwaré .. . 
Gal, cecccecees 7 
Each ........ $300 460 4 85 ie - —" 
- “ aye ° 
Belle, Barrel ....... . -65&7% % Each.... $2 50 $4 25 $3 75 
Common Dash, A Nos. 22 32 
Gal. eee e eee 5 ‘ o ? 6 50 & 50 
Per Gos. ........ $17 00 19 00 aees 
Pipe. 
LAMPS Saunder’s, No. 1 2 3 
Adjustable. a $185 275 & 75 
BOOTED  ccccccenes -ccccess 30% 
No. 68, Screw...........-- 20%|Slaw and Kraut. Per doz. 
- Rice ie ine 20 00-55 00 
Cabinet. 4-knife Krau $ 
2 5 20% $-knife Kraut, 
BOW seccceessencosccres 6 geen 13 00-18 00 
Carpenters’. 1-knife Slaw....... 2 60 
Steel Bar..List price plus 25% 2-knife Slaw....... 3 00/3 
Carriage Makers’. a 11 00 
,}) ar per doz. $ 7 00) 
oe . ee 14 00) DAMPERS, STOVE PIPE . 
 swewsas es ™ 28 90 »>jamond. 
12” eee . 46 00 Be GD diee cncecveves 50% 


DIGGERS. 
Post Hole. 
a rere per doz. $14 te 
(wan’s Split Handle (Bu- 
reka) 
4-ft. Handle...perdoz. 156 00 
7-ft. se .-per doz. 20 00 
iwan’s Hercules pattern 
DOF GOB. cccccccssceree 18 OO 
Dividers, Wine ...ceesssees 25% 
DRILLS. 
Mlacksmiths’ Twist (New 
EME «= ce cecceccecceseceee 40% 
Breast. 
Millers Falls No. 12, each $46 ee 
‘ oe i) 112, Ld 26 uv 
Hand, 
Goodell’s Automatic. 
Nos. 01 03 
Per doz. 12 00 14 40 
Goodell’s Single Gear, per 
GO. cussnecdesssacces 16 76 
Goodell-Pratt No. 4%, per 
Gee, Fist, BeBe cccccceccs 30% 
Goodell-Pratt No. 379, ” 
doz. list, lesas...... oe+ + - 30% 
Reciprocating. 
Goodell’s...... per doz. 26 00 


DRIVERS, SCREW. 


StnmGare cccccccsscsece ° Nets 
Leck Veorrule cccccccce ee = 
Clark’s Interchangeable... = 
Goodell’s Spiral ....... ccoe ™ 
Yankee Ratchet ....... seoe ™ 

- Setees ccccecdcsoese * 


EAVES TROUGH. 
70 & 10% off Standard List. 


ELBOWS—Stove Pipe. 
l-piece Corrugated, Uniform. 


Doz. 
S-Omgh scccese $0 0sceeesesees $1 60 
CG cascove éo606eeeKesa02 1 60 
TORE ccc encscesensseses 2 10 

Uniform, Collar Adjustable. 

Doz. 
SO ee beneeeden $1 90 
CoimGh ccccccccscoves Seocese 2 0@ 
ne pibicehnhocons 2 60 


ELBOWS—Conductor Pipe. 

















Galvanized Steel, Tin and Terne, 
Round Corrugated. 
Size Dos. 
Z-inch .ccccces Seenensceeoees 60% 
PE. 5.00k00eseseesccessessd 60% 
COR. cccecese Seseeceoecceons 6e¢e 
BeAMGM ccc cr cccccccccs eereeees 60% 
6-inch ececcceccccceesoocese 60% 
ENAMEL, STOVE. 

{ron, Black, Per Gress 
Peerless Gloss, \% pt...... $1é 20 
™ - % Bt. ccces 21 00 
Per dog. 

me - % gal $12 00 

a 1 gal..... 21 00 
Aluminum Per Gross 
Peerless, % pt.....cse-+0% $42 60 
= % Bhccccccccces 61 20 

EMERY. 
Domestic, ID. .ccccccscccses 11%¢c 
FACES, WOOD. 

60% off list. 
FASTENERS, STORM SASH. 
Shroeder’s ....«+-- per doz. $1 60 
Sensible ....++-+-++- » 3 0 
FILES AND RASPS. 
Reem a. cccescdvedececases 50% 
Heller’s (American) 50810% 
AMEOPFICAN .cccccccccsces 50-10-6% 
Arcade ....0+. ce 50 -3¢ £.% 
Black Diamond ...... 40-10-23 §&% 
Beagle ..cccccccccccccces 50-1 14 
Great Western .......«+- 60-10-8% 
Kearney & Foot.......-- 60-10-5% 
McClellam ..ccccoscccces 50-10-5% 
Nicholeon 9 ..sesseeeeee 40-10-24%% 
J. Barton Smith........ 60-10-56% 
KX PK cccceccccesccesecses Net Liat 

| FIRE POTS. 
Clayton & Lambert’s— 

GOGR .ccccccccees $4 00 @ $6 00 
}Gate City ...ceeeeeees each 6 26 
|\Gem ..each, $6 765 @ 8 60 
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KNIVES 
GAUGES. Ce Bc ccenceseses ree HOOKS. q 
@ream - Awning, No. 60.....per gro. 60% | Beet Topping. 
Fairmount per dos. $3 75 Drifting Plek. .cccccccccces 40% Clyde, 9-in, Scimiter Blade, 
eve eeee File, assorted, 30c; Large, 36c per Belt. Sn rt etebesoes 2 = 
Marking, Mortise, etc........ doz. BWOWHS .<cccccccccccec BQ8@ eecccceceoceccce e 
eee obeseceseendeeeas econ on, TTT Te Butcher. Per doz. 
Wire. Adze Eye...per doz. 40c to $1 00/,, | Beoshweed Handles, 6” ; 
; kn o eccccccccccscec Sh OO 
Disston’s ....cceeeseeee eee Bb% ee 7 ae ns ie ‘ 10 12 a... ay Handles, 7" 
achipists’.. 7 Each ........$0 29 @ 77 0 36) | bl ~_ gear rerrer gee OS 
GIMLETS. Hay and Manure Fork......25% NED caccusatecinccnccs OOS 
Discount .......-.++++++-38Q40% - on Bush. 
Trew ver. 
Common Axe Handle , 
Assorted cepeseecvosececee © Pie sector Cooper’s HOOP ...ewssees++ 15% 
2 GLUE, Large (aaaecananake a FF SE, escccssosseneSae mm 
Chain Corn. 
sonencases er Ib. 85c|Shovel and Spade.......... 25% » 
A Whte..cccccccc 8 ae Inch.. %&5/16 % 1/16 %| Clipper ..........per dos. $1 76 
H. 8S. Amber......-. “ 88 sites Pr. 100 $7 60-8 10 9 75 1160.12 60] Diseton’s No. 2... | & 88 
ford .cccces = 2 26 
Liquid. one Sem. Clothes Line. — 
Army & Navy......- weeee-40%| U- S. Roller Bearing....12%% 
Le Page’s— Matchless ........ .....18%%| JPanned ....per es. 48¢@1 40/ prawing. 
List “A’.....ssee0++e+e+8T7%%| Warehouse Tandem, No. Galvanized.... * 76@2 60) standard ..... ccccces Lett 
List “BY. -+++ cecceces cosine GF cacsscssevnnsesees . -33%% Adjustable ........00+000+18% 
Llst “O°. cccccccccccceeeDS 6% Coat and Hat. Barton’s Carpenters’ ......15% 
Conductor P. Common Wire per gro. 1 25-1 65 
I P Perfection....... owen 
GREASE, AXLE. ie ioe * | conductor. — wilt eisalaains tates Sa 
Wood Boxes. Eaves Trough. Iwan’s Tinned Sickle......List eae eo oe — 13 +4 
Frazer’s ........per gro. $13 00 All sizes, 5” or smaller, Iwan’s, Sickle Hdge.. “ 18 66 
Hiub Tdehteing..gccccccce FT TBE ccccccces per gross $3 80 Net “— — Iwan’s Imp’d Serrated “ 18 00 
All sizes, heey: than ommon, riveted, red, per dz. Net 
Weed Suits. 5” ...+.+--per gross 6 00 “| Little Giant...... “ * | wedge 
Frazer’s, 15 lb, $1.00; 25 Ib. $1.50 e 
each. Garage Door. Grass. Challenge ......;per doz. $6 00 
eae: © @. 90c; 35 1D.) Right Angle ....... .--60&10%| CommonNos.1 3 1 Disston’s No. 1... 7 60 
P 5 Sliding Folding ...........50%]| Per Doz...$4 50 3 60 3 *s 3 25 _ 
EEE OOOO 50 Mincing. 
GRINDSTONES. % | Hammock. Common, Single... “ 60 
Parlor Door, With plate..... --per doz. 110! Common, Pa. ma me A +4 
+4 “ Streeter, 4-blade.. - 
Inches.. 7 8 10 18 | Acme .........--. per set, $2 75) With screw....... 100) Streeter. 6-blade.. “ 2 00 
Per doz. 2050 2175 2625 30 560 Ives’ Improved.... 7 3 40| Lambrequin, or p Se 
‘tae Lane’s Standard.. “ 3 50 per gro. .. cocrcccceccccoccne® Putty. 
og 1 2 3 Lane’s New Model “ 8 10/Picture ........ --60%&60% 410%) Common . ..per gos. $e 75@1 50 
Each ........$4 75 6 00 6 25] Le Roy Noiseless......40&10% Landers .. 75@2 60 
Richards ..... a a ie, 2.25% Potato and Manure..........Nets Sumsien 
GUNS. AGVANCE ...cceeeeces - + -40&10 % | Screw. Beech Bandle ... 90@1 18 
Brass ... ceeecceseecee + 10%| Lander’s .....c0e0. 5 FO@E 50 
Iver Johnson Champion Single HASPS. (See Goods, Bright Wire.) 
Barrel Shot Guns..... “: eee -Net Hinge, Wrought..Add 60% to list KNOBS. 
Deupie Barrel, Hammeriess.. With Stapies—See Staples. Seat Spring...........per lb. 5%c/ poor. 
Mineral ........-per dos. % 80 
HATCHETS. HUSKERS. Porcelain ..cccsce 1 90 
HAFTS, AWL. Boss. “ 
Brad. Plumbs, Claw No. 1........ $165) Nos BB | Ft cccccceseccees 3 00 
Common ........per doz. $0 35/Cast Claw, per doz.. 1 50 @ 185] Per doz........ “eo New Nets 
Cast Shingling “ 1 50@ 185] No. 59........per doz. New Nets LADDERS. 
Pes. Com Lo 
es Germantown ........ -+-7%% = =e. 
Patent, plain top.. 80 Plane. 
Patent. leather top o 90 Pee Ge. cccccccccoseceevdeeee 
. HAY RACK BRACKETS. Woed Bench..Add 10% to list 
Sewing. enionaire No. | Extension. 
Common ......... “™ 24 eeccceee per doz. sets $18 00 TRONS. De Gi scicscicccans cl tem 
POCEME ccccccccces - 65 Wenatemast s No. 2 Sad. 
sete arene --per doz. sets 19 20) Charcoal ........per doz. $11 00/ step. 
Common, polished, per 
» HANDLED HINGES. ie. We éenecs a yan nn with & Shelf, add 16c. 
Each, net | Blind. No. 70 Asbestos.....$1 50 net/IXL ....... preteen 3 2baee att 
Blacksmiths, Hand, No. 0, Clark’s Gravity No. 100 1 75 net Challenge, “6 to 9 ft... sme 
BP Gitescsen eaeaeesten -+-$1 35] No, 1 per Ges. cota, 88 25 : atts BT 10 00 16 Bu. ccocccccccees OOO 
ae ae 3 . Common, nickel plated.... 8 25 
Engineers’, No. 1, 26 oz..... 1 35; No. 3...... P - ” a 6 75 , 
ara, Petre, LANTERNS 
Farriers’, No, 7, 7 oz.....--- 1 41) Gate, No. 50 J, Bnterprise, per set — Bull’s Eye Police ‘ 
Machinists’, No. 1, 7 oz..... 106] Clark’s ...... — a No. 55 J, . . é . 
to Hes & Ltch, dz. $550 700 975| No. 50, “ “ a] Sin Fiemh eet per een, OS 
Hingesonly “ 475 650 800 No. 55 T as = 7” 
Vv ’ , , Z ’ 
scadium, Ne. 41%, 16 es. | Latchesonly, 190 190 ....| Tailors’ Sad........... perl. “Vo samnpenene = - 
v. XR No. ii, 16 os. 1 13|/Screen Door, Tailors’ Goose......... perlb. “ |pe- doz neti A ads eT 35 1 45 
Garden City, ‘No. 111 ’ “ié eer b " i 
Say Scceaaves %, 16 94 ae te berms LEATHER, LACE. 
1753—24%)x2%_—sCti«:. sss 215] 6 Ib. Household admeseceaue ae Rawhide %” 100 ft. $2 60 
Tinner’s Riveting, No. 1, 8 lenctas. 9 Ib. Dressmakers’ ....... 4 25 “ Pega ee ee 
@B., CBO coccccccccccece 380 Chicago ...... Add 12% % to list 14 lb. Tailors’ Goose ...... 5 60 
Shoe, Steel, No. 1, 13 oz., G Gem oe sees se eeeeeeee cence 25% | Tuyere. LEATHERS, PUMP. 
0 SETS EE ay ee ee 78| Ideal Detachable, per gro. $11 00} Single Duck Nest per doz. $5 25|/Valve and Plunger...........10% 
PE cstenntenceseasee 40% Double Duck Nest.. “ 6 25 
eo = New Idea........ per gro. $7 20} Sutton ..............each 2 60 LEVELS. 
+ a OTE an cccscccesccccesoceceee Disston, No. 28 Asst.......$22 06 
JACKS. No, 18, 20 in..each 1 88 
Wrought Iron. ” No, 22, 24 in..each 2 40 
Loeomotive .. 2... oem eeeees + 80% “ 19 86 
HAMMERS, HEAVY. Per 100 pairs with screws: es —T.. 6 aes 3° 30 
Farriers’ ...........++++--20%| Light Strag Hinges, No. 3 $13 20) Wagon. . No. 1 ee 5 75 
Heavy Strap Hinges, No.4 16 60} Richard’s No. 1..per doz. $15 50 “ No. 9 Asst....... 13°40 
Masons’. Miller ..eeeeesecceeecees 20 00 ” 24-26 in.......each 1 08 
Sing! Light T Hinges....No.3 12 60 ol ~ 28-30 io. each 1 09 
ngle and Double Face....50% Heavy T Hinges...No.4 20 60 — Soa weeeeee 
Extra Heavy T Hinges, - BRED sccccesegeces “30° 60 30° 86 
HANDLES. oe secceecgecccecs No.4 22 60 Standard, - LIFTERS. 
Auger. MG. pxciaiebanien 2 |Stove Cover. 
Common Assorted, per des. $0 75|°°TCW Hook and Strap. MOG. 4.0286 400k8ie ‘so. 60 $1 00) Coppered..per gro. $3 25@5 5¢ 
Pratt’s Adjustable, Nos. 6 to 12 in....per100lbs.; $7 75) R-W Alaska. . 3° 
Tote” Ate eee nec wun ¢ OG] 14 to 20 te... 1 GO] Big Litt ......cececceeeeee0 240%] Almmka.s.. 10 
” djustable...per set 135) 23 to s¢in...." “ IIL cnccuus > nussenscceen 
Axe ..:... See -++30%/ screw Hook and Eye. Payson’s eecccsesteceeeets seeee 
Chisel. % in.........per doz. pair $2 00 KETTLES. 
Hickory, Tanged, Firmer, As-| % in......... “ “ 8 G0) Brass 2... cece cece eee cee e LBM LINES. 
sorted, 650; Large, 8c ‘per “4 Cauldron ..........++++++-40&5%| 60-ft. Jute.......per dos. $0 96 
py B Mecccccece 5 00 2S. ime. +4 
Hickory, Socket. Firmer, As- Copper .....+++.+++e0-++POr Ib. 87 60-ft. Cotton..... “™ 16 
sorted, 70c; Large size, 80c HOBS. Maslin ........ seecessees40H10%)| 50-2t. Braided Cot- 
per doa GOsGER ccccddcceccccccdiccceccDOGSIMRGRE Wetec ccds ccs covctccces BOG GR emcscccseese 36 
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LINING, STOVE. 
Brick® ....-cccccesses per crate 42c 


LOCKS 
Barn Door. 


No. 66 Stearns..per doz. $12 00 
No. 80 - ee - 24 o¢ 


MACHINES, 
Riveting. 


Stearns No. 1...per dos. $16 30 


Tenoning. 
No. 50 Peace’s Spoke, each $16 60 


MAIL BOXES. 


See Boxes. 


MALLETS. 
Carpenters’. 
Fibre Head, No. % per doz. $16 60 
. No. 3 7 19 60 
= No. 4 “ 23 60 


saryen Hickory 
« eee per doz. $3 00— & 00 


Round Lig- 
numvitae “ 6 25—10 60 
Square Hickery “ 3 6e— € 60 
Square Lig- 
numvitae “ 8 00—12 60 
Tinners’. 
Hickory .........per doz. $2 25 
MATS. 
Door. 
National Rigid ...... 641045% 
Acme Steel Flexible.......50% 
Stove. 
Me, Beccsaveseees oper gre, Mate 
Me. Bicccces $e 7 


No. 1 Asbestos Teastere or 
wire-covered Stove Mats, 
with handle....per doz. 1 10 


No. 2 Asbestos Toasters, 
with ring .....per doz 60 


MAULS. 
Wood Choppers’. 


Lake Superior & Oregon 
BOR, 6000606 06e0e0e0e08 405% 


MEASURES. 


Galvanized, doz e0seeeceenee 
Japanned, doz. ........-...-Nets 


MITRE BOXES. 
See Boxes. 


MOPS. 


Cotton. Star (Cut Ends) 
Pounds 12’ 16’ 18’ 24’-8-on. 


Per doz. $4 50 5 65 6 75 9% 00 
Enterprise .......+-++00++-16%% 
Parker ......-esecccesee- -SORER 


NAILS. 
Cut Steel ...... a casas a 


evccescoccccscess 6 @& 


Cat Iron 


Wire. 
Commen ....ccccccecesses @ O08 


Cement Coated. 


Small Lots........+++.---+ @ 20 


Horseshoe. 

Ausable ........0.+2+++- 555% 
Capewell ...cccccccecsccce LH 
Perfect ....cseeceee+ ee SERER 
Putmam .....ccesceceeee BORER 
GORE cccccoccceccececcecseee 
Picture. 

Brass Heads .......-++++-38% 


Brads .......ceeeccees ese  SORER 


Furniture .........List plus 16% 


NAIL PULLERS. 
Bee Pullers. 


’ NAIL SETS. 
See Sets. 


NETTING, POULTRY. 


Galvanized before weaving. ..50% 
Galvanized after weaving...40% 


NIPPERS, 
End Cutting. 


Berg’s mean 5 
Per dozen. $12 a 


End and Diagonal Cutting. 


Berg’s rae In. & 
Per dozen . --$10 05 13 “00 


€ 
15 20 


Hoof. 


Heller’s 
Vv. & B., No. 62, each... 


oc cccccccsccoes 40210% 
-$2 26 


NOZZLES. 

Hose. 
eee per doz. $9 60 
Diamond “ 6 76 


NUTS, HOT PRESSED. 


Square Tapped. 
$2.41 off per 100 Ibs. 


Hexagon Tapped. 
$2.41 off per 100 Ibs. 


OILERS. 

Chase Pattern. 

Brass and Copper....... --10% 

MO cancstcacen a0660e00 --20% 

Railroad. 

GHPenee cececcccscccses 33% % 
Steel. 

Copper Plated -+--60-10-5% 

OPENERS. 

Can, 

Delmonico ...... per doz. $1 30 

Never Slip........ - 65 
Crate. 


Vv. & B.....per doz. $7 25-11 60 


OUTFITS, COBBLING. 
Combination ......per doz. $16 00 


OO Ss = 8 60 
POM ccsccoceses - 14 60 
PAILS. 

Cream. 


14-qt. without gauge, 

-per doz. $9 60 
18- -qt. ‘without gauge, 

Per doz. 11 00 


20- “qt. ‘without gauge, 
cocccccccccccecper G8B. 23 TG 

Sap. 

10-qt., IC Tin....per doz. $4 00 

oe OF ones ” 5 60 
Stock. 

Galv. qts. 20 

Per doz. o, ‘5 1 6 12° 76 14 60 
Water. 


Galvanized qts. 1e)613)0—=COisdA 
Per dos. .......-$5 75 660 735 
Wood. 


Cable, 2- Hoop....per. dos. oe 
Cable, 3-Hoop.... 


Cedar, 3-Hoop, brass “ Note 
PANS. 

Drippimg ..ccccccccccscccesces Net 

Fry. 

COMMON oo. eecceeceess + - Nets 

GED ascnsescéquesssaeess 

Roasting. 


Paxton, 
HM cccee 32 8BTCOD 
Per dos. oe TT 
Neverburn ..«saseeee 
Savory, No. 200..per dos. “3 4@ 


PAPER. 
Roofing. per square 
Major, 1-ply ..ccecessseee-Sl 88 
eo Beply cccccccccccces 3 
% =—B-ply ccccccccsccccs ’ 
Red Rosin........-perton $111 45 


Sand and Emery. 
No. 1, per ream, best grade $5 40 





No. 1, per ream, cheaper 
BTRGO  ---cccceccecescee & 85 


PAKERS. 

Apple. | 
Goodell’s .. ..per doz. $10 80 
Turntable ....... ” 11 40) 
White Mountain - 8 40) 
Reading No. 78 = 11 40 

Potato. 

Goodell’s rereeend 10% 
im, GOB. cccceccoses .. 6 60 
Goodell’s "Saratena, 5 in. 
GOB. ccccccecce cocccccece 6 60 
PICKS. 

Adze Eye Ore...... TTT T kkk. 

Drifting and Poll Picks. -22%% 

Plumbs, Railroad saeeeeacan 

BUTERCO ccccccccccccccccccs 22445 % 

PINCERS. 
= [ered cast steel, 
No. 6 10 12 
Each ” $0 56 $072 $093 $103 
Biacksmiths’, No. 10.......- $ 96 
BEOSISTO 2 ccccccccee List plus 10% 
PINS. 
Clothes 


Common, per box of 6 gre. $0 96 


Picket. 
Fluter, 16-in. oooeae Gos. $1 10 
Fluted, 21-in. 1 60 
Deemed cccccccccce - H 90 
PIPE. 
Conductor. 


Plain Round and Round Corru- 


gated. 
29 Gauge socessecccccc en sBSM 
28 eccccese 45% 
26 - oneeecee «+ -35% 





24 ie! a a 
Square Corrugated A and B and 
Octagon. 
29 Gauge seccccosecesese sO 
28 coccccceccccces AN 
26 a ccccwcccccceces O09 
24 “ coccccccocehOD@ 
Galvanized Toncan Metal, Genu- 
ine O. H. Iron, Lyonore Metal, 
Charcoal Iron and Keystone 


Cc B. 
Plain Round and Round Corru- 
gated. 
29 Gauge ..covccccecseces4O™ 
26 04 erecdecccceccce ert 
24 -  pesnnae 
Square Corrugated “A oe 3 
Polygon and Octagon. 


29 Gauge evecsecosecosese 40% 
= ceeeee Se |. 
©  @0tn60e00066n6e% % 

ta and 16-02. Copper, all de- 
GIGRD ~wccccccccccceses -+-10% 


Portico Elbows. 
Galvanized and Terne Steel. 





Discounts on Round apply on 
sizes 2-inch to 6-inch inelusive. 
Freight allowed on 15 dozen or 
more, to all points where 
freight rate does not exceed 
$1.00 per 100 lbs. Less than 
15 dozen F. O. B. Factory. 
Terms 30 days net, 2% ten days. 
Standard Gauge Conductor Pipe, 

plain or corrugated. 
Not Nested .......60 & 10% 


Nested solid ......60 & 15% 


Stove. Per 100 
Joints 

28 Gauge, 5-inch........$15 00 
vod 6-inch........ 16 00 

’ T-inch.......- 17 00 


30 Gauge, 8-inch........ 10 00 
- 4 


“ 5-inch........ 13 00 
sea 6-inch........ 14 00 





= T-inch........ 17 00 
T-Joint Made up. 
6-inch .........-per 100 $40 00 


<urnace Pipe. 


Double Wall Pipe and Fit- 
CORB co ccccscveces ceeee se  4O% 
Single Wall Pipe, Round 
Pipe Fittings ........-..40% 


Pipe, Shoes, etc.........40% 


PLANES. 
Stanley Iron Bench... «+-Net 
PLIERS. 
Vv. & B. No. : sesnece --each $0 57 
No. cece 6 60 


Gas.. ° 
wel Deuble Duty i06:. 0 56 





|Lineman’s Side Cutting. 


Berg’s 

(Swedish). In. 6 7 8 
Blk. Pol. Face, 

doz. ....$10 70 20 00 23 38 


Long Nose Side Cutting. 
Berg’s (Swedish) In. 6 6 
Bik. Poi. Face, doz. $1226 16 20 


Flat and Round Nose, 
Berg’s (Swedish) 


Flat, In. im 6 x 
Blk. Pol. Face, 

MO seconds $890 1335 1966 
Berg’s (Swedisn) 

Round. In. 4 6 . 
Blk. Pol. Face 

Doz. .... $1116 1630 28 36 

POINTER 4, SPOKE. 
Stearns’ N:. .- per doz. $10 60 


oO, 8. .06 - 12 00 


POKERS, STOVE. 
Wr't Steel, str’t or bent, 
ieekisenetcx dhe per doz. $0 76 
Nickel Plated, coilhani’s “ 1 10 


POLISH. 
Metal. 


Wizard, 6 -oz.. per gross $21 00 
> %-pt.. - - 24 00 
o %-gal. ci ~~ 12 0°e 
“ 1 -gal. - = 21 00 


Stove. Per gross 
Block Eagle Paste 5 -oz. $19 20 


” ” %-lb. 21 60 
Black Eagle esqute, 6-os. 

Per GTOSB. ....-seesees 16 20 
Black Kid Paste, 6-oz. 

per CABO ...++. cccoce 20 
Black Kid Paste ~* ,... 41 60 
Black vaca Liquid, %-pt. 

DEP GUOED cocecese cceces 16 Je 
Black Kid Liquid, %-pt.. 24 00 
Black Jack Paste, No. 10 

per gross ......-.+---. 16 98 


PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co. 25% 


PRUNERS. 


Disston's Pole....per doz. $18 06 
Water’s Improved..per dos. 60% 


PULLERS. 
Cork. 
ME «eteeoseesosees each $3 10 
Phoenix ...... coccee ” 1 4 
Quick and Rasy. cooe * 683 
Nail. 
Game ccsesece --per dos. $14 60 
Never-Slip e068 nd 1T ee 
PULLEYS. 
Awning—Jap’a ....--0e00++-10® 
Mista BARS ccccoceseccccss 10% 


Hay Fork. 
Iren Wheel, 6-in..per doz. $2 60 
Wood Wheel, 6-in. “ 2 66 
Wood Wheel, 6-in., 


pass knot ...... ™ 3 00 
Sash. 
COURTROOM .cccccccccces Net 
Common-Sense, 2-in....... Net 
Empire Pattern, 2-in...... Net 
Ideal ...... peeunwectecsebes Net 
Bees) ccccccccsccccccesscess Net 
PUMPS. 
Spray. 
Midget Junior....per dos. $3 75 
New Misty ....- ” 6 oe 
Crescent .....+s+6. - 6 6 
PUNCHES. 
Conductors. 
No. 22..........-per Gos. $3 00 
Machine ...........-per ib. a6 
Saddlers’. 


Common..per dos. $1 50 to $6 0@ 


Revolving Spring. 
Stearns, No. 10..per dos. $8 00 
sad Ne. 4.. ™ 16 0 





” Nut No. 8....... @ 64 


” Ne. 62.. ” 19 68 


——=_= 











38 




















PUTTY. 
Strictly pure..per 100 lbs. $6 00 





RAIL. 
Barn Door. 
Matchless, l-in..........+-- 6&¢ 
Matchiess, 1%-in.... .-.---. Te 
Storm King ........-.cc-++ 5 
‘Gliding Door. 
Bronzed wrought iron, 
cuenes eehenneene per ft. 84c 
RAKES. 

Aarden. per doz. 
Mteel, Bow, 12-in. Teeth $8 60 
Steel, Bow, 14-inch “ 9 26 
Malleable Iron, 13-in. “ 4 76 
Malleable Iron, 14-in. “ 5 00 

Hay. 

Wood, 10 Teeth......... .-$4 00 

Lawn. 

20 Teeth .......--- per dos. 5 50 
RAZORS—SAFETY. 

Gillette ..........- per Goss $46 00 

Auto Strop ... 45 00 

Gem = 8 40 

Gem (3 doz. lots) " 8 60 

Ever Ready = 8 40 

Ever Ready (3 ‘dz. lots) 3 8 00 

RAZOR STROPS. 
Star (Honing) .........---;-50% 
REGISTERS. 

Cast [ron ..cccceccece errs 

Steel and Semi-Steel........30% 

Baseboard ..... 





- 30% 
Adjustable Ceiling ‘Ventilators 30% 


REGISTER FACES. 
Japanned, Bronzed and Plated. 


4x6 to 14214... 2000000000 BOR 
14x14 to 38x42...........-.50% 
o 
REVOLVERS. 


Iver aoe aun Automatic 
Hamm Net 
Shenmertess ° 


itd 
eee ee eeeeeeeses 


L J. Model 198.002 0002205i1 « 
RINGS AND RINGERS. 
Ball. ” 
re --2%-in. 3-in. 
at GO occ Ree 40 $2 65 
Piea’s Improved Self- 
Pisteing copper, 
coccccccccee GOB. 8 40 
Steel, per doz...... 1 60 1 80 
Hog. 


Blairs Rings.... -per dos. $ 75 
106 


Blatir’s Ringers. . 0 
Brown's Ringers.. i 72 
Brown’s Ringers.. ” 1 00 
Hu’s ngers. ” 1 068 
Hills Ring, boxes a8 72 
Major Rings .... - 60 
Perfect Ringers x 1 60 
Wolverine Rings. ” 1 10 
Welverine Ringers sd 1 10 
Fruit Jar. 
White eR0se6e08 -.per Ib. 30 
Key. 
Split, round.......per doz. $0 17 
Split, square...... ste 32 
Ball, round....... bas 40) 
RIVETS. 
Copper Bekt....Add 15% to list 
Coppered Iron ............ 30% 
Tinners’ coccceccccece 30% 
GRREND. oc cccccccccccs POP Bh. 96 19 
Slotted Clinch..per doz. 60@1 10 
Tubular. 
Nos. 1 and 2 assorted sizes, 
OP OR BiB cccccceccs es Ce 
Nos. 1 and 2 assorted sizes, 
10 In Becevececex doz. 1 40 
ROPE. 
Cotton. 
%. 6-16 in. Com: on reels, 
per Ib. ccccccccece e800 
\%, 6-16 in. “Com. tn coils, 
ee Mb beccen cocccccccce cBO8 
Sisal. 
ist Quality ..... 138%c to 14%c 
OMT émebedencad 12%c to 18%ce 
Pure Manila. 


ist Quality, base, per Ib. 

-15%c to 16%c 
Hardware Grade, Fe 3 lb. % 
4%c to 15%c 


ee ee ee 











AMERICAN ARTISAN AND HARDWARE RECORD August 13, 1921. 
SAWS. ; SETS. SPRINKLERS, LAWN. 
Butchers’. Nail. Stearn’s No. 1....per doz. $11 60 
Atkins No. 2, 14-in.......- "s = |< aged gg ee dos. : ee 
- No. 2, 18-in.., up point, knur ™ 
« No. 2, 22-in....... 15 25 SQUARES. 
“ No. 7, 16-in....... 15 20) Rivet Steel and Iron.. 
- We. FT BOdm..ccces 17 30 “A (Add for bluing, 33. 00 per don. a 
o Wo. ft, S6-im....<- 19 35, Farmers’ ...... e+ Der Gos. 2.50) Mitre .....cccccccecccccccccs NOt 
© “Be, Wy. See seces 21 40] Tinners’ es. ee eeeees sees 3 inate abesnetetenede 
Disston’s No. 2, 14-in 18 20 set eeeeeees . Try and (7 Nahadetnpat teat * 
No. 2, 18-in. 19 50 = TE GE BeBe ccccccccceccee * 
No. 2. 22-in. 20 86) "2@- Fox's +s sseesDOr doz. 36 60 
” No. 7, 16-in. 20 00/Atkins No. 10 ic gaia per doz. $8 80 Winterbottom’s  ...........10% 
- No. 7, 20-in. 21 36) ““ No. 12...... - 6 20 
“ No. 7, 24-in 23 35" Disston’s m 5EEP4 
” No. 7, 28-in 26 00) i _- L weaenens ° as 9 90 SQUEEZERS, LEMON. 
Compass. No 18 — ‘ 13 20 Common Wood. -per doz. $0 70 
Atkins No. 2, 10-in -$ 4 95 Leach’s apse tanicatr nba “ 80 Porcelain Lined, Wood 1 26 
No. 10, 10-in...... 5 10 Nash’s tan... “ 3 15 Boss, malleable iron “ 1 26 
- Blades, No. 2,10-in. 2 95] Nasns X-cut ... “ 4 20)iron frame pore’n 
o No. 2,10-in. 3 00, Stillman’s Lever.. “ 1 30 SOS ws ccecesces ° si 1 90 
Disston’s No. 20 Jackson. 4 00] stillman’s X-cut.. “ 2 50|!ron frame, glass 
No. 40 Sampson 2 50] Whiting Pattern, DOW] ...eeeereeneee 2 36 
os No. 2 &77, 10-in. 6 06 ogy peel om 7 50| Little Giant, tin’d ? 
“ No. 9,.10 im... 6 80 Wecentric Anvil, oe asses eaeers Sc : +4 
Cross-Cut. an o. : ad om 
Atkins No. 221, 4-ft...... 2 70 N. P. Morrill Pat- Drum, nickel plated. $e 
No. 221, 6-ft...... 4 10 CEFR ccccccccess 14 50 
sia me BE, BOQ. ccces 5 45 . 
‘ STAPLES. 
Disston’s No. 289, 4- fe: = s SHARPENERS, SKATE. Blind. 
No. 289, 6-ft.. eee r doz. $1 60 
“ oN 289, 8-ft.... 10 65|Perfect. .......-.+-- arb aces ft So] Barbed --------- eer. Sage 
Flooring. ee 
Atkins No. 96, 16-in...... 19 95 SHEARS. Butter, Tub ...... IS@ise 
“ No, 96, 28-in...... 21 86 Per Dez | rence— 
eston’s Di, 16-in...... 4 50\ Nickel Plated, Straight, 6” $12 90|* © 
“ D19, 20-in.. 2... 3100) 0 ht oe 1a 8s| Polldhed .....per 100 Ibs. $6 48 
Hand and Rip. ” ” 8” 16 30| Galvanized ... a 6 16 
Atkins No. 54, 20-in...... 17 75 Japanned, Straight non t ee 
“No. 54, 26-in...... 22 10 ~ -++ 7 12 40/ Netting. 
> et a Be .o oe sees 8” 18 80) Galvanized ....per 100 Ibe. 6 650 
2 _ ty Hh teeeee ae +4 SHEAVES, SLIDING DOOR. Wrought 
= No. 53, SS 31 95 > eae 3 4 6 Wrought Staples, Hasps and 
Disston’s No. 7, 20-in..... 19 30! per set ...... $140 175 2 40 Staples, Hasps, Hooks and 
= we. fT, BBOh.cces 35 40 Staples, and Hooks anew 
is No. 8, 16-in..... 17 55] Hatfleld’s. Staplew .....sssseeees 
_ . > bekanaias * s Per set $180 210 2 76 25 Extra heavy ....esceree+-38Q@ 
“9 No. 8, 28-in..... 29 50 
Kerhoye, NO 8 S0-in..... 82 96] SHELLERS, CORN. STEELYARD. 
eyhole. IRIOM ccccccvcccecs per doz. $6 75 
Atkins wo, 1. complete... 2 80 Discount 55%. 
vo complete... 3 35 SHIELDS. 
oonyee =. - ee 7s Expansion Bolt Shields...,..60%| eronms. 
a No. 95, complete 5 75 SHINGLES. Hindostan .....per lb. New Nets 
Miter Box. Per Square| More Grit ....  “ rs 
Atkins od sue tteeeee HH 70 Zine (Illinois).............$16 00] Washita ..... 
= Be i Ge... Oe SHOES. Emery. 
Disston’s No. 4, 4x20-in.. 36 15 No. 126.......per dos. New Nets 
“ Noo 4. Gadde 43 Bel COMAMCEOR one eeee eee e eee ee 60% P 
No. 4, 6x22-in.. 47 20 SHOT—See Ammunition. Oil— Mounted. 
Pruning. Arkansas Hard 
Atkins No. 20, 12-in...... 7 70 SHOVELS AND SPADES. No. cocccceper doz. New Nets 
= No. 10, 16-in...... 16 50 Coal Arkansas Soft 3° 
, e 1 a “ 
Disston’s No. 20......... $18 75) pupbard’s Washito No 7 
Atkins No. 202.......... on = S 2»... 3... 2 eee 
oo ee ee 10 05 1 $1600 1510 1446 1870) Arkansas Hard per lb. New Nets 
© Be Bi scsscese 15 65 2 1635 1560 1485 1410) Arkansas Soft.. 
“ We. 1609.......... 18 40 3 «61675 1600 1636 1445) Lily White.... “ 
Disston’s No. 111, 30-in.. 22 20 4 17190 1686 1660 1686 Queer Creek... “ 
aie Wi Be cocces ” - 
. No Ill, $2-tn.. 22 75) post Drains & Ditching. - 
ad No. 47, 32-in.. 20 80 Hubbard’s Scythe. 
Black Diamond per gro. New Nets 
SCISSORS. Crescent ... 
ee sauawee arr s 60% Green Mountain = < 
LaMoille ° - 
SCOOPS. = Quinne- 
Hub OG ccccce ° ra “a 
Size. Wes tern I aaeer we Red cand +e oe “ 
1 - $16 7S 16 Mo 15 Ss ru 45| Snow. ° 
S ss 17 10 16 35 15 60 Hubbard Special, 
6 .. 18 65 17 85 1710 16 35 Long Handle .........$10 60 STOPS, BENCH. 
TOREND cccccccccccss 2 CUMS. » Morrill pat- 
SCRAPERS. Sidewalk Scraper coocce SO -per doz. $11 00 
Box. - i Stearns ‘pat- Pm 10 00 
Triangular, No. 6 per doz. $¢ 25|Alaska Steele | = = |. term. ..........- o 
Road. D-Handle | .....++. per doz. $8 50 No. 18 Smith pattera — 
Cubte ft. 4 5 - ong ANGIO® ...+6s 
With runners, es. $7.00 6 50 6 20 SINKS STOPPERS, FLUE. 
Cast Iron - COMBMBOM cc ccccsess per deg. $1 10 
Py 1 DOOR HINGES. Painted, 16x24 e Gem, omy No. S.coe — : 4 
ast iron .........§TOSS +» 16x24 ....... Gem, . Susncrs o° = 
oc caer ae = 4 Enameled, White, 16x24.. “ - 
SCREWS. Wrought Steel. . STRAPS. 86ea1 20 
Bench. Painted, 16x24 ........... * |Skate ----------perdos, 86 
Iron, ins. 1 1% 1 1% ETCHERS. 
$682 787 945 1680 oo ARNIS. orn 
Wood, white maple, per doz. 6 00/Covered Spring......... 0% | Carpet. 
pri 
Hand—Wood ................60%|Judd's Pattern Add a3 18% to list Bettar®e ...-.+-- — a 
xcelsior ...... 
BE GEE ccvecesscevucescene SNATHS. Malleable Iron. “a 70 
Jack ....+...++.-++++++++++-80%|Double Ring, Bush. .per dos, $$ 75| Perfection -...... - t. 
Lag or  Coach—all sizes, gimlet Patent Loop, Bush. : @ 00) King ..iiceesecee 4 
pointed ......s.++++.+--46-60%| Patent Loop, Grass ‘31 Wire 
Saw—Centennial, SNIPS, TINNERS’. 7 2 - 
O. 8S. Elwood, No. 
| 2 3 4 |Clover Leaf ............40&10%/ © g§. Elwood, ag Nets 
Per doz.....47c 55c¢ 75c 90c|National ......... oeveeee - 40810% 
Wood. BRAF secccce eocceccerece ~+--50% SWIVELS. 
F. W. Bright ........-. 72%4-20% - SPRINGS, DOOR. Malleable Iron.......per lb. $@ 10 
2 PO osc cespees 77% -20%| Perfect. Wrought Steel......pergre. 4 66 
BM. BL, Japa .ncccccccces 70-20% Nos.. - - 6 6 
= — — se eeeeeeee bo? Per doz. 55c 60c tie T5e 90c 1 00 TACKS. 
- BPASS .cessees eee e fU- 0 ad is 
“| Reliance. = Posters 6-08. 25 lb. bexes. 
SCY THES. Light Melium Heavy Pees 
Clipper, Grass ... oer doz. ae 60| Per doz. $1 55 ? 10 3 20 Upholsterers”. 6-oz., 26-lb, 
Honest Dutchman, = ani TYorrev’s ...-.4... md doz. 1 651 boxes, per ececeee ---15%e 
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TAPES, MEASURING. 


Asees’ Skinm...........-List&40% 


THERMOMETEBS. 
Tin Case.....per doz. 80e@$ 1 25 
Wood Back.. “ $2 00@ 12 00 
Glass - 12 00 


TIES. 


Bale. 


Single Loop, carload 
DD: assestnebsasense. 


Single Loop, less than 


car lots......ceeeeee TO0K1EG 
TOOLS, SAW. 
Disston’s Universal..........10% 
TRAPS. 
Game with Chains. Per doz. 
Viator Me. Roccccccccccee GS OB 
Oneida Jump No. 1...... 2 76 


Newhouse No. 1. ece & 62 


Net per gross 
20 


Mouse and Rat. 

Out O’Sight Mouse.......$ 8 
Bat ccccese 
Mole ......140 
No. 44 Pocket Gopher.... 28 
Victor Mouse.........-.. 3 
Hold Fast Mouse........ 3 64 
Victor Rat... 
Hold Fast Rat..........- 


Official Rat.....-ccccoce 
Wood Choker Mouse, 4 


Holes... 


“ 


TROWELS. 

Cement. 
Atkins No. 6 
665 No. 9.. 
Disston’s 


19 50 
seeee 25 50 
-+-80% 


eeeeee 


TRUCKS. 


Bag .. --each $3 75 
Warehouse or store, 


No. 1, @each........+++---$24 60 


Me. BG © cocccccsccscee B @ 
TUBS, WASH. 
Standard, Wood. Ex 
Nos. ° 3 2 1 large 


Per doz. $2 56 1125 1276 15 50 


, Galvanized. 
No. 2 ° 
Per dez... "13 16 15 96 18 60 
TWINE. 

-ply Cotten Weagetes- socoeee @& 

4 coscce 

. “ Extra Wrapping.. 

v ” “ Hvy. Wrapping 

+ “ Wrapping on tubes 

3 - - cones... 

4 ct) itd on 


India Hemp, %-lb. balls, 

WO. . CMe cccccccecccoccececeel® 
No. 6 
Ne. 8 ... 


90060e006600080000000EE 


seesennngeneseoenenel 
We. 18 ccccccccccesecseceses 
2-ply Jute, 1%-lb. balls, 1b....49¢ 
Seins. 

Soft ... per Ib.........Net 
Be. ccosceese ™ 


Mee cccceee CO 
Staging, %-lb. ball, 


eeeeeeee 


size 21 “ 
24“ 

it) oT} 27 
Bagging, %-lb. ball, size 
3-ply “B” im hanBs........ “ 
-* = i éneseese ” 
3- Ld eons « 
3- “ Silver Finish in hanks “ 


VISES. 
No. 700, Hand, 

Inches .... 4% 6 6% 
Doz. “age 15 13 00 14 85 
No. 701. In. 5 6 
Doz. | ‘is 13 00 16 70 
Ne. 1, Genuine Wentworth, 
Noiseless Saw....per doz. 
No. 2, Genuine Wentworth, 
Noiseless Saw....per dos. 
~ 8, Genuine Wentworth, 
Noiseless Saw..,.per doz. 


No. See, All Steel Folding 
Sa ..-per doz. 16 00 


15 00 
22 60 
20 00 


WASHERS. 
yoo O. G. cast iron, per 


Wrought steel in 6-lb. boxes, 
per : 


In 3/16 % 6/16 Sy My 
18c 16c 1l6e 18c 12c 
% h 1 
11%0e lle Ile lic 
WEDGES. 


Ax. +eeeees por doz. Nets 


Galling ..............per lb. Nets 
GOW cccccccccccccccce OS MH. 8% 


WEANERS. 
Calf. 
Fuller's, per doz. $2 00 to $ 2 50 
Tete Safety, per 


OE. cccccccscee 1 OB OO 8-0 
Carroll’s, per doz. 3 00 to 3 75 
Hoosier, per doz.. 3 60 to 4 60 
Shaw Perfected... 3 00 to 3 75 

WEIGHTS. 
Hitching.... .--per lb. Nets 
Sash—f. o. b. Chicago. 

Ton lots, per ton......... $73 00 
Smaller lots, per ton..... 75 00 
WHEEL BARROWS. 
No. 4 Tubular Steel......@$8 00 
Common Tray or Stave 
ere eceescese -@ 4 00 
Angle leg, garden........ @ 6 560 

WHEELS. 
ES. 6.0 ccccccscceses 50% 
a A ee 60% 
Week BRsecsee 8 10 12 

Per doz.......$5 50 725 8 50 

12-in. heavy hoisting, . 

per dozg....... ssscceseseee 6 
WIRE. 

Brass. 

Bm GOT. cccccce $bbttdeekeun Nets 

In 1-lb. spools, new list...Nets 
Broom—tTinned......... -Nets 
Copper. 

ee. Wietccaeds soneegen .-Nets 

1-lb. spools, new list......Nets 


Fence—Smooth. Anné@aled Galv’d 


Nos. 6 to 9, less 
car, per 100 Ibs. 


Hair—New list........40 @ 10% 


than 
.-$3 25-4 15 


Picture—In coils. .80% @80 & 10% 
In 6-lb. spools....per Ib.... .26c¢ 
WOOD FACES 
50% off list. 
WRENCHES. 
Cote Steet Handle, 6-inch.... 30% 
* -. . 30% 
” = - Be * 10c® 
o 12- o 3 30% 
Coes Knife-Handle, 6- “ - -30% 
” a ” »* -+ 30% 
” * ” 10- “ -30% 
” a * 88- * 122-8 
Coes All Patterns......... - -380% 


Bemis & Call’s: 


Adjustable S, 10% Adjustable 





S Pipe, 10%: anaae 
SORPIT 60cccese 006002 - 80% 
Combination Bright........ 25% 
Steel Handle Nut..........30% 
Combination Black...... 25&5% 
Merrick Patter®.......00.. 30% 
Knife Handle Pattern. 
No. 62, Screw Wrench, List 
plus 6050600008 60000008 30% 
No. 60, Steel Handle errr 30% 
WRINGERS. 
No. 790, Guarantee, per doz. $63 50 
No. 770, Bieycle ... 61 00 
No. 670, Domestic... = 56 00 
No. 110, Brighton .. <s 51 60 
No, 750, Guarantee.. - 63 50 
No. 740, Bieycle ... = 61 00 
No. 22, Poineer - 49 00 
No. 2,Superb.... - 33 00 











ADVERTISERS’ INDEX| Monitor stove Co., The 


©|)The dash (—) indicates that the 


advertisement does not appear in 
this issue. 


ABNOR BE. GOc ccccccvosccvee —_ 
Ajax Bracket & Outlet Co.... — 
American Furnace Co........ 4 
American Rolling Mill Co....— 
American Steel & Wire Co.... 47 
American Zinc Products Co... 45 
Ratton BEER. GOs sos cccccovcce _— 
MOTHOr WVOR. GOc ciccccvensece 46 
MONT, GEOO 6ocacescsdnsesscce 46 
ee: B Geis ccccvcctovssace 47 
Black Diamond Furnace Co — 
Black Silk Stove Polish Co... 9 
Bullard & Gormley Co........ 50 
Burgess Soldering Furnace Co. — 
marten Ga. Wi Bs sccscsccess» _ 
See SR Gi idee ass sceses 8 


CO. ce ‘ 
46 


Clark-Smith Hardware 
Clayton & Lambert Mfg. Co 
Cleveland & Buffalo Transit Co. 


Cleveland Castings Pat. Co... 9% 
Cleveland Eng. Inst........... 6 
COD WORE GBiewecccacceecss 51 
Corman @ Gey J. Bi iscccscce 49 
Cortright Metal Roofing Co... 45 
Curfman Mfg. Co., F. L....... 43 
Dieckman Co., Ferdinand.. _ 
Diener Mfg. Co., Geo. W.. 46 
Double Blast Mfg. Co.... 46 
Dreis & Krump Mfg. Co 47 
Everhot Mfg. Co............. 46 
Fanner Mfg. Co.... -- 
Federal Varnish Co.......... 48 
Forest City Fdy. & Mfg. Co. 2 
Friedley-Voshardt Co. 45 
a GA A Giccawcus ee ~- 
Gerock Bros. Mfg. Co......... 47 
Hall-Neal Furnace Co......... 9 
Harrington & King P’f'g Co... 45 
Hart & Couley Co......ccsecs 6 
I Ana dead neins ca pede _— 
Haynes-Langenberg Mfg. Co. 2 
Se Gee, Ge vkwssauarecens —_ 
Pe Be Gis tcieceresucesdese 47 
Henry Furnace & Fdy. Co..... - 
a ge eee - 
Hess-Snyder Co. ........ 5 
Hones, Inc., Chas. A...... - 
eens GR, We Be ace cccevnes - 
Hultberg, John E... _ 
mameey & Can. Gi Ge vscsccccns 45 
EE. - 
See De Gin dindctssacdvas 10 
Independent Reg. & Mfg. Co.. — 
Independent Stove Co........ -—— 
a Se eee rere Tee 44 
ees MOR. GOs ci vcnescseds 43 
Kirk-Latty Mfg. Co.......... _— 
Knoedler, Frederick J........ 47 
Lalance & Grosjean Mfg, Co.. 51 
Lamneck Co., W. B...cccseee _ 
Lennox Furnace Co........... — 
Lupton’s Sons Co., David..... -- 
Semen PEF. GO. ccccscevces 5 
Malleable Iron Range Co...... -—— 
Manny Heating Supply Co., The — 
Maplewood Machinery Co..... — 
Marsh Lumber Co............. 6| 
Marshalltown Mfg. Co........ 
May-Fiebeger Furnace Co..... 
Pere etenkwedse Sane eee Front Cover 
BEOERO TUGR, cccscecosecccseve 9 
Meyer & Bros. Co., F....... -- 
Meyer Furnace Co........+.. 
Meyers Mfg. Co., Fred J..... 43 
Michigan Safety Furn. Pipe Co. 8! 
Milwaukee Cor. Co...Back Cover! 





| Burton Co., 





| Hopson Co., 


Fdy. & Furn. Co..... 
Stove Repair Co.... 9% 
Mfg. CO. .ccccccs 
Co. 9 


Monroe 
National 
North Bros. 
Northwestern Stove Repr. 
Parker Supply Co 
Peck, H. 
Peerless Fdy. 
Premier Warm Air Heater Co. — 
Queen 51 
Quick Meal Stove Co......... 
Quincy Pattern Co..........- 9 


Rock Island Register Co 


Incubator 


Roesch, Geo. B..cccscrscccces 


Meee GOmIG .cccccccsccesceses 
Rudy Furnace 
Rybolt 


Scheible-Moncrief Heater Co.. 4 


Heater 


Bros. 
& 


Schill 
Schwab 


R. J 
Machine Works.... 
The Geo. E.. 


Sons Co., 
Sedgwick 
Shaw & Son Co., 
Chemicals Co......... 
Standard Furn. & Supply Co 

Standard Ventilator Co 
Stearns Register Co 
St. Louis Tech. Inst 
St. Louis Heating Co 
Sullivan-Gieger Co, ......45+- 9 
Sykes Co., The 
Taft Metal Pattern & Mfe. ‘Co. 9 
Tuttle & Bailey Mfg. Co..... 
Vaughan & Bushnell! Mfg. Co 

Vedder Pattern Works ..... 9 
Viking Shear Co..... 
Walworth Run Fdy. 
Waterloo Register Co... ees 
Wellman Supply Co., The.... 
Whitney Mfg. W. A... 

Whitney Metal Tool Co co, 
Wise Furnace Co oe “ 


Special 


Coa., 


CLASSIFIED INDEX 


Asbestos Sheets. 
Heating Supply Co., 


Manny - 
Chicago, 


Ill. 


Bail Ties. 


American Steel & Wire Co., 


Chicago, Ill 


Bearings—Damper. 


. 
Co., 


Supply 
New York, N. Y. 


Parker 


Bolts—Stove. 


Mfg. Co., 


Kirk-Latty 
Cleveland, 


Ohio 


Brackets, 


Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohie 


~y-glinaaeeaeaea 
Bertsch & C 
“Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Maplewood Machinery Co., 
Chicago, Iil 
Brass and Copper, 
Hussey & Co., C. G., 
Pittsburgh, Pa 
Builders’ Hardware. 
Bullard & Gormley, Chicago, Ill. 


Castings—Malleable. 


ne Mfe. Co., Cleveland, Ohlo 


Ceilings—Metal. 
Ww. J., Detroit, 


-Voshardt Co., 
Chicago, 


Mich. 
Friedley 
Til 
WwW. Cc. 
Grand Rapids, 
Corrugating Co., 
Milwaukee, 


Northern Corrugating Co., 
Green Bay, 


Mich 
Miiwaukee 
Wis. 


Wis. 
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Chain—Sash, 


Parker Supply Co., 
New York, N. Y. 


Chaplets. 


Fanner Mfg. Co., Cleveland, Ohio 


Chisels. 


Vaughan & Bushnell Mfg. Co., 


Chicago, Il. 


Clips—Damper, 


Carr Supply Co., Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 
Peerless Foundry Co., 
Indianapolis, Ind. 


Sykes Co., The, Chicago, III. 


Cores—Auto Radiator. 
Curfman Mfg. Co., F. L., 
Maryville, Mo. 
G. & O. Mfg. Co., 
New Haven, Conn. 


Cornices, 


Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., 
Chicago, III. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 


Indianapolis, Ind. 


Dry Paste. 


Carr Supply Co., Chicago, Il. 


Dumb Waiters. 


Sedgwick Machine Works, 


New York, N, Y. 


Eaves Trough, 


Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Northern Corrugating Co., 
Green Bay, Wis. 


Ill. 


Elbows and Shoes—Conductor. 
American Rolling Mill Co., 
Middletown, Ohio 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elevators—Hand and Power. 


Kimball Bros. Co., 
Council Bluffs, Iowa 
Sedgwick Machine Works, 
New York, N. Y. 


Enamel—Iron, 


Black Silk Stove Polish Works, 
Sterling, Il. 


Enamels—W ood. 


Cornish & Co., J. B., Chicago, Ill. 
Federal Varnish Co., Chicago, Ill. 


Fence Gates, 


American Steel & Wire Co., 
Chicago, Ill. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 





Files. 


Heller Bros. Co., Newark, N. J. 


Flux—Aluminum, 
Roesch, Geo. E., Aurora, IIl. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnace Rings. 


Independent Reg. & Mfg. Co., _ 
Cleveland, Ohio 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Garages—Metal. 


Wellman Supply Co., 
Springfield, Mass. 


Guards—Fire. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 


Berger Bros. Co., 
Philadelphia, Pa. 


Handles—File. 


Parker Supply Co., 
New York, N. Y. 


Hangers—Eaves Trough 
Abbott Mfg. Co., Cleveland, Ohio 


W. C. Hopson Co., 
Grand Rapids, Mich. 


Heaters—Combination Hot Water. 


Melbye Bros. Co., Chicago, Ill. 


Heaters—Schoo! Room. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Mever Furnace Co., Peoria, Til. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Ailr. 


American Furnace Co., 
St. Louis, Mo. 


Black Diamond Furnace Co., 
Monmouth, Ill. 


Carr Supply Co., Chicago, Ill. 


Cooperative Foundry Co., 
Rochester, New 


Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Hess-Snyder Co., Massillon, Ohio 


Independent Stove Co., 
Owosso, 


Columbus, Ohio 


Lennox Furnace Co., 


York 


Mich. 
Lamneck Co., 


Marshalltown, Iowa 
Mahoning Fdy. Co., 
Youngstown, Ohio 
Manny Heating Supply Co., 
Chicago, Ill. 


May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., Peoria, Il. 


Monitor Stove Co., 
Cincinnati, Ohio 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Premier Warm Air Heater Co., 
Dowagiac, Mich. 


Rudy Furnace Co., 
Dowagiac, Mich, 


Rybolt Heater Co., Ashland, Ohio 
Scheible-Moncrief Heater Co., 





Schill Bros. Co., 
Schwab & Sons Co., R. J., 
waukee, Wis.|Gerock Bros. Mfg. Co., 


Standard Furnace & Supply Co., 


St. 


Cleveland, Ohio 


| 


Heaters—Warm Air—Cont. 


Mil 


Omaha, Neb. 


Louis Heating Co., 
St. 


Waterloo Register Co., 
Waterloo, Iowa 


Akron, Ohio 


Louis, Mo. 
Wise Furnace Co., 


Horse Shoes. 


American Steel & Wire Co., 


Chicago, V 


Til. 


Humidifiers, 
Haynes, Kansas City, Mo. 
Incubators. 


Queen Incubator Co., 
Lincoln, Nebr. 


[ 


Indoor Closet. 


Independent Reg. & Mfg. Co., 
Cleveland, Ohio 


Jobbers—Hardware, 
Bullard & Gormley Co.. 
Chicago, Ill. 
Clark-Smith Hardware Co., 
Peoria, Tl. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chicago, 


Til. 
Ladder Supports. 


Wellman Supply Co., The, 
Springfield, Mass. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Machines—Crimping. 
Bertsch & Co., 


Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, II. 


Hemp & Co., St. Louis, Mo. 


Knoedler, Frederick J., 
Philadelphia, Pa. 


Maplewood Machinery Co., 
Chicago. Ill. 


Marshalltown Mfg. Co., 
Marshalltown, Iowa 


Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 
Harrington & King Perforating 
0., Chicago, Il. 
Miters. 
Friedley-Voshardt Co., 
Chicago, Il. 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 








Crestline, Ohio} Friedley-Voshardt Co., 


Quincy Pattern Co., 
Shaw & Son Co., The Geo. E., 


Carr Supply Co., 
Henry Furnace & Fdy. Co., 


Meyer & Bro. Co., F., 
Michigan Safety Furnace Pipe 


Hemp & Co., 
Meyer & Bro. Co., F., 
Sullivan-Geiger Co. 


Burton Co., W. J., 
Clark-Smith Hdw. Co., Peoria, Ill. 
Dieckmann Co., 


Hussey & Co., C. G 


}Quick Meal Stove Co., 


Ornaments—Sheet Metal, 
Chicago, Il, 


St. Louis, Mo, 


Patterns—Furnace and Stove. 


Cleveland Castings Pattern Co., 


Cleveland, Ohio 
Quincy, Ili, 


Cleveland, Ohio 


Taft Metal Pattern & Mfg. Co., 


Cleveland, Ohio 


Jedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 
Chicago, Ill. 


Cleveland, Ohio 


zamneck Co., W. E., 


Columbus, Ohio 


Manny Heating Supply Co., 


Chicago, Ill. 
Peoria, Ill, 
Detroit, 


Co., Mich, 


Standard Furnace & Supply Co., 


Omaha, Web. 


Pipe and Fittings—Stove. 


St. Louis, Mo. 
Peoria, Ill. 


Indianapolis, Ind. 


Pipe—Conductor. 


Berger Bros. Co., 


Philadelphia, Pa, 
Detroit, Mich. 


Ferdinand, 
Cincinnati, Ohio 


Friedley-Voshardt Co., 


Chicago, Ill. 


Pittsburgh, Pa. 


Lupton’s Sons Co., David, 


Philadelphia, Pa, 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Polish—Metal and Stove. 


Black Silk Stove Polish Co 


Sterling, Il. 


Posts—Steel Fence. 


American Steel & Wire Co., 


Chicago, Il. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 


Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Punches—Combination Bench and 
Hand 


Parker Supply Co., 
New York, N. Y. 


Punches—Hand. 


Parker Supply Co., 
New York, N. Y. 


Quadrants—Damper. 


Parker Supply Co., 
Néw York, N. Y. 


Ranges—Combination Gas & Coal. 
Malleable Iron Range Co., 
Beaver Dam, Wis. 
St. Louis, Me. 
Ranges—Gas. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Rasps. 
Heller Bros., Newark, N. J. 


Refrigerators—Iceless. 


Sedgwick Machine Works, 
New York, N. Y. 


Register Shields. 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 














